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Use the BIGGEST Coupon | 
in the book... for 1940's 
BIGGEST Shoe Opportunity 


° 
m. 
to know ail about the 





The new Dixon catalog is ready . . . presenting the new, 
standout line of men’s shoes in the moderate - price ranks 
..-DIXON Dependable SHOES. Here is one case where 
you can buy a new line from the catalog . . . because you 
know that Freeman is behind it. Mail the coupon today! 


CEDEN DABLE 


DIVISION OF FREEMAN SHOE CORPORATION + BELOIT, WISCONSIN 
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NORTHWARD Ho! America is 
Winter sports inclined and the ski 
trains are being limbered up for the 
thousands who seek the snow paths 
of the Winter resorts. This year will 
top the records of all time for Win- 
ter raiment and shoes for the great 
outdoors. The ski business is now 
“in the groove.” Thousands of 
young people will find that skill and 
accomplishment on a pair of bent 
boards is something to enjoy to the 
full and to brag about as well. 








We told about the exodus South 
but most of that can be measured by 
ages and the desire to get away from 
stormy weather. The old go South 
but the young stride North. Fortu- 
nate the city that has within its own 
borders ski runs, toboggan shoots, 
skating ponds and rinks and all of 
the fun features that need snow, ice 
and Nature’s best cosmetic—a nip 
in the air. 

This time of the year we always 
like to think of Thos. S. Childs’ store 
in Holyoke, Mass.—with its separate 


and distinct ski shop and nearby a 
girl’s college to make more interest- 
ing the sale and service of ski boots 
and equipment. You get some idea 
of the diversity of shoe interest when 
you see the growing importance of 
Winter outdoor footwear. 

We haven’t said a word about the 
greatest movement of all—the snow- 
suit for children—which is still to 
have created for it the perfect shoe. 

We have left undone the creation 
of a definite snow-suit shoe for chil- 
dren. We have seen everything from 
patent leather sandals to white boots 
—oxfords predominating. Yet, by 
the token of Winter wear and use, 
there should be a new and popular 
moccasin type for children—weath- 
er-proof—so that the elastic or 
knitted band of the snow suit fits 
snug at the ankle. We have experi- 
mented with a form of jodhpur but 
the ideal shoe is still to be. 

7 +. » 
MOST stores, when they remodel 
and rebuild, make their announce- 
ments with a full brass band. W. H. 
Steigerwalt’s of Philadelphia, how- 
ever, used a small column box, say- 
ing: 

“The Discriminating and Well-Dressed 
WOMEN OF PHILADELPHIA will be 
pleased to note the renovation of their 
favorite Boot Shop—tastefully recondi- 
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tioned and rearranged for your comfort 
and convenience. An unsparing expanse 
of walnut—softly lit cabinet show cases— 
lovely rose, blue and tan leather uphol- 
stered chairs and settees—all these com- 
bined to give an air of refinement and 
dignity. The same combination of newest 
fashion and highest quality as in our 
shoes which have pleased so many wo- 
men for so many years. Never does this 
shop forsake the high standards it has 
consistently maintained, and the principle 
upon which it was founded in 1876: that 
there is no substitute for quality, and so 
we feel sure that you will approve the 


b ¢ 





good taste shown in creating these pleas- 
ant surroundings—surroundings that we 
think are worthy of our clientele. May 
we suggest that you do not ignore the 
economy of quality. 

“STEIGERWALT” 


There is only one alteration that 
we can make in the ad. The last 
line of text should have been put in 
bold face crescendo. 


- . 7. 


BD. S. MACDONALD, manager of 
the Marbridge Building at 47 West 
34th Street, New York City, is a 





considerate sort of a guy; and 
here’s an example . . . one that you 
would probably never think of. 

He is having the exterior of the 
Marbridge Building refinished, re- 
paired and the brick work lined up. 
It should have been done in mid- 
Summer, but “Mac” figured out 
that with so many shoe windows 
open, the dust and the noise would 
be disturbing. So, for this little act 
of consideration, it costs the Mar- 
bridge Building $600.00 more to do 
the job under the Winter rate. 

It was just one of those things 
of thinking through that a good 
manager considers. 

* * * 


JOHN A. BUSH, president of the 
Brown Shoe Company, St. Louis, in 
his letter to the stockholders, said: 
“With the advent of the war, 
hide and leather prices had a very 
substantial price rise. While there 





has been some leveling off of this 
early extreme speculative price en- 
hancement, it will be necessary to 
obtain substantial advances for 
shoes. Our company does not en- 
ter into speculative future commit- 
ments for the purchase of hides, all 
purchases being for normal needs. 
Our stock of finished shoes is low 
and retail demand for Spring re- 
quirements should make for a good 


season’s business.” 


S6S$TANDING still —rather than 
walking—puts the greatest strain 
on the feet and causes the most foot 
troubles,” said Dr. Otto N. Schuster 
of New York City, addressing a 
meeting of the State Podiatry So- 
ciety in the Seneca Hotel, Roches- 
ter, N. Y.—while explaining some 
of the causes of sore feet. 

He declared that is the reason 
why traffic policemen and counter 
clerks, who stand still or move only 
in restricted spaces, complain more 
of foot troubles than floor walkers 
or policemen patroling beats. Mus- 
cle tension and bone stresses are 
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—Oliver Vanderbilt was a shoe- 
maker at 4 Water Street in New 
York City according to the first 
city di of New York, pub- 
lished in 1786. Possibly that's one 
of the reasons why the Vander- 
bilts of today are so well-heeled. 


* * * 


—Peter Hans Bernotat and his wife, 
Frau Bernotat, who operated a 
shoe store in Tilsit, Germany, were 
recently sentenced to four years 
each in the penitentiary and fined 
5000 marks apiece for having sold 
shoes subject to rationing without 
presentation of rationing cards. 

* * * 

—A fire of undetermined origin com- 
pletely wrecked a New York shoe 
store recently. Wonder if the open 
toe and heel shoes in stock caused 
a forced draught? 

* * * 

—Much advertising copy nowadays 
is full of “hot air"—but don't for- 
get that hot air cools off quickly. 

* * * 

—Taxes consumed 61.6 per cent of 
the net earnings (before taxes) of 
163 representative corporations 
in 1938—almost two-thirds of such 
earnings. 


es 


greater while standing still than in 
movement, and that is why forms 
of arthritis, resulting in deforming 
enlargements of joints—like the big 
toe—are sometimes aggravated. 

* * * 


F. H. LANDERS of Landers Gray 
Shop, Worthington, Minn., says: 
“By all means let’s keep the qual- 
ity up. We are of the opinion that 
consumers would rather pay a little 
more and still get that every-day 
satisfaction derived from good foot- 


wear.” 





PID You Ever? 
By S. C. Lazan 
(Foot Saver man) 


Did you ever get a customer—who has to 
make a train? 

They are always in a hurry—and give 
you a pain. 

You quicken your pace—while you 
fetch a stick 

You’re rushing to the stock—to make a 
pick 

Then grab the box and rush to your 
seat 

That awful customer—is on her feet 

She wants to see the shoe—before she 
tries it on 

Because she’s in a hurry—and doesn’t 
give a darn. 

She looks at the shoe—with a scrutiniz- 
ing glance 

You beseech her to sit—and give you a 
chance. 

You take off her shoes—and measure her 
feet. 

You slip on the shoe—that is trim and 
neat. 

Her expression is changed—as she gazes 
in the glass 

The train in her mind—is now in the 


past? 


See 


Did you ever get a customer—who hasn’t 
got a dime? 

The only thing she has—is plenty of time. 

The reason she comes in our store—is 
shelter from the rain 

The styles they ask for—would make a 
man insane. 

The man who shows her shoes—and tries 
so hard to please 

Couldn’t sell this customer—if he got 
upon his knees? 

> . + 

Did you ever get a customer—who hob- 
bles in your store 

She’s old and bent—looks like eighty or 
more? 

Her feet are distorted and abused— 

You wonder how they could be used. 

You take off her shoes—and measure 
her feet 

With the greatest of care—and discreet. 

Style is no factor—in her mind 

It’s comfort she’s after—it’s about time. 

= * * 


RR. OH. LORENZ, of Lorenz Bros. 
Boot Shop in Iowa City, Iowa, 
writes: 

“The Recorder stand on the mod- 
ern method of shoe retailing is 
absolutely right. After 35 years of 
shoe retailing, this is our experi- 
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ence—we’'d like to know the formula 
for 1-2 selling speed. Where do 
they get this ‘One Two Fitting and 
Selling?’ It is our experience that 
it takes much more time and a lot 
more styles than ever before—at 
least that is the way we have found 
it in the last few years—and we're 
not slipping either. (More power 
to you) as Dr. Anderson the B/G 
Ten Coach tells his boys.” 








THE average size of shoes worn 
by women of west Texas has in- 
creased from 5 to 71% in the last 
eighteen years, according to Wil- 
liam P. Barnes, veteran manager of 
Robertson’s shoe store in San An- 
gelo, Texas. Not only in west Texas 
but all over the southwest, small 
size feet are no longer regarded by 
women as an indication of their 
femininity, he said. He predicted 
that the size of women’s feet will 
continue to grow in the years to 
come, because they are no longer 
kept cramped and retarded in de- 
velopment, as formerly. 

“Most important of all, women 
today don’t worry about their feet 
being large,” Barnes said. “They 
are willing to be fitted, instead of 
demanding certain sizes, usually too 
small. The increasing size of wo- 
men’s feet is due to a gradual 
change from too small, cramping, 
styled-for-style-a n d-not-for-comfort 
shoes to narrower, longer and 
made-to-fit shoes which west Texas 
women of today insist on buying. 

“More women are working and 
on their feet today than twenty or 
thirty years ago, and continual 
standing on feet or use of them 
tends to make them spread.” 


R. C. HORTON, of E. S. Levy & 
Company, Galveston, Texas, tells 
us: 
“I feel confident that too much 
has been said about price, and not 
enough about selling what we have 
on hand, for the past sixty days. 
December will be a splendid month 


to promote men’s black shoes for 
‘after six P. M. wear.’ If we take 
advantage of December, we will 
have less shoes of this type to mark 
down after January.” 

EENGLISH trade papers have been 
carrying on in most orderly fash- 
ion, which is quite surprising when 
you consider the regulations and 
controls imposed upon business. 
Even with the restrictions upon 
output, lack of manpower, etc., the 
British concerns continue to adver- 
tise because they know that war or 
no war the life of business must 
go on. The ads have a timely lift 
to them and a sense of humor that 
is delightful. 

For example: E. Brown & Son, 
Ltd., of London show five “Tom- 
mies” playing cards in a hole be- 
hind the barbed wire trenches, and 
a German radio in the background 
broadcasting: “DIE VERFLUCH- 
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TEN ENGLANDER .. .” And one 
of the Tommies shouting back: 
“Hey, Fritz! Switch over to the 
Meltonian programme.” And some 
of the copy: “The cheerful melodies 
of Joe Loss and his orchestra there- 
fore enable Meltonian to offer their 
contribution towards the entertain- 
ment of the country in these times 


Another ad from Blakey’s Boot 
Protectors, Ltd., Leeds, shows two 
Tommies walking along a road in 
France, saying: “These ‘Leaf’ Heels 
have certainly made it a pleasure 
to walk round our little patrol. 
Who would think we were in the 
heart of a great slumbering city?” 
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Above: Charming frock and jacket and opened-up 
kidskin stepins from Roberts, Johnson & Rand. 
Good for resort wear now and the later season up 
north. At right: Big soft bag in monk’s cloth with 
genuine aromatic cedar frame. From F pp 
Lobel, Inc. Pleated bands of black “patent” 

smart accent on new pattern from Elanbee, — 
Black patent leather bag with faille ruffle and 

handle from Star Bag Co. 


EVERYONE wants play shoes today, so in this article 
we want to remind you of the dollars to be rung up in 
other types of shoes for resort wear. Other discussions 
of resort clothes and shoes will be found in our Color 
Co-ordination Chart, “Signposts to Resort Fashions,” 
in this same issue. In our news columns you will find 
an account of two recent openings of resort collections 
by two of our best known American couturiers. In 
“The Pan-American Way,” appearing in our October 
21 issue, resort shoes of all types were featured. 

Apart from play shoes, there are several kinds of 
shoes which every woman should have in her resort 
wardrobe. There is the early Spring shoe, for instance, 
which many of you have already begun to sell. We 
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THE TREK 


The Resort Season Is On and It’s Time to Make 
Hay While the Southern Sun Shines. It’s Easy 
to Sell Play Shoes, but Don’t Forget the Other 
Resort Business—Shoes for Travel and for More 


Formal Wear Also in the Southern Picture. 


by ELEANOR RUTLEDGE 


show two such shoes in patent leather and fabric on 
these pages. These are the shoes to sell right now to 
the woman who wants to start out on her vacation 
looking fresh and springlike, or, to the woman who is 
staying at home and longing for something new and 
pretty to brighten up her Winter wardrobe. After she 
has reached her southern destination she will still find 
uses for a dark shoe to wear with her prints or dark 
suit on days that are not all warmth and sunshine. 

For typical warm resort weather she will want san- 
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SOUTHWARD BEGINS 


dals, like the two shown here, for her dressier daytime terns. The spectator, if it lives up to expectations, 
costumes. The fabric and calf sandal is adaptable for should be even more popular than last year. First 
many occasions, from spectator sport to the cocktail choice for tip and foxing will be tan (Turftan), but 


hour. And the higher-heeled all-leather sandal with its blue (Airway) and black have a growing demand and 
smart back treatment can carry over into evening with will give just the right accent to many of the new cos- 
the more informal type of evening frock. It is ideal tumes. 

for wear with gay prints at any afternoon function. The three bags shown here have been chosen to sug- 


And last, but by no means least, is the classic spec- gest types suitable for the three shoe styles just dis- 
[TURN TO PAGE 32, PLEASE] 


tator shoe, shown here in two very attractive new pat- 


At right: Dressy calf sandal 
with interesting back treat- 
ment, in red, a color to 
watch. From Schwartz & 
Benjamin. Favorite specta- 
tor choice in white and Turf- 
tan with punched-through 
vamp and elasticized throat. 
From Blue Ribbon Shoe- 
makers. Youthful bow pump 
in brown patent leather and 
elasticized gabardine from 
Bancroft Walker. 





At left: Natural and tan in 
fabric and calf, attractive re- 
sort and Summer sandal from 
Tweedie Footwear. Graceful 
lines and trim fit in patent 
leather and elasticized gab- 
ardine stepin from Walk- 
Over. Very smart low-heeled 
spectator oxford in suede 
and calf from O'Donnell. 
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IF YOU START FROM SCRATCH, 


START 


FFOR years Boyd-Richardson’s Store has been a pre- 
dominant men’s store in St. Louis, Mo., at 6th and 
Olive Streets—and for as many years women’s apparel 
and shoes have not been on the store’s selling schedule. 
In the last few years, women’s clothing made its 
opening bid for attention and women welcomed the 
opportunity to shop in one of the smartest retail estab- 
lishments in the city. 

Shoes—however—took more or less of a back seat 
and held forth but briefly in a “cubby hole” near the 
elevator on the mezzanine and floor and immediately 
adjoining the rapidly spreading men’s shoe department. 
Boyd’s has always been known for being “long” on 
merchandising skill and, watching its chance, waited 


WITH A FLOURISH 


until late summer and opened one of the most elaborate 
women’s shoe departments in this section of country. 

Boyd’s realized it was starting from scratch with this 
department, so it was promptly decided to start with a 
flourish. What constitutes a “flourish” was left up to 
Ingram Boyd, Jr., to decide and he selected the right 
man in C. B. Wheeler. 

The “flourish” was a four-day fashion show for 
shoes, with the setting in the keenly bright and beau- 
tiful shoe section, taking up the north end of the 
mezzanine at the opposite side of the store from the 
successful men’s shoe department. 

During the shoe fashion show more than 500 women 
and an untold number of interested men spectators 
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Boyd-Richardson’s Store, St. Louis, Was for a 
Long Time a Predominant Men’s Store, and Wo- 
men’s Shoes Were Not Given Special Prominence. 
Just Recently, When Boyd’s Opened Their New 
Women’s Shoe Section, Customers Were Introduced 


to the New Department by a Four-Day Fashion 


Show of Shoes Which Proved Most Successful. 


turned up for the events that lasted through the day. Ten 
models—all college girls, representing the many higher 
educational institutions of the area—turned the trick in 
showing and explaining the wide variety of shoes that 
were paraded and reparaded through the elaborate 
department. 

Nearly 500 pairs of shoes were sold during the four 
days of the footwear fashion show. Sensational seller 
was the gentlemen’s oxford in nutty brown. But small 
newspaper space was used to push this $6.75 model, 
but the ladies went for this shoe and Wheeler sent 

[TURN TO PAGE 32, PLEASE] 








The “individual touch” was kept in mind in 

planning this new department. Fitting chairs 

are arranged in pairs around the room thus 

doing away with the old “lineup” and giv- 

ing shoe customers more privacy while mak- 
ing their sellections. 





This small newspaper ad featuring the 

“gentleman’s oxford” resulted in a sellout 

on this particular shoe in the new depart- 

ment, necessitating several reorders to sat- 
isfy the demand. 
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RICHS 


This striking evening footwear ad by Rich’s, Atlanta, 

ran the full depth of a newspaper page and was sup- 

plemented by a handbag ad showing the right bag for 
the shoes 





MIOST interesting of recent ads are those dramatiz- 
ing the new evening shoes, foretelling a season of 
gaiety with glamour, of evenings of elegance, of fun in 
formals. Ads directed primarily to the younger gen- 
eration home for the mid-term holiday. Ads expressing 
the mood of the mode in timely themes, in language 
definitely attuned to the spirit of the season. 

Three New York stores tie up their ads with the 
current dance favorites—the Rhumba, the Conga and 
the South American Samba, while mention of the social 
highlights of the coming season are also stressed, cre- 
ating a tie-up with events as well as the fashions. 

Saks-Fifth Avenue features “Samba Sandals for 
dancing debutantes. Samba Sandals . . . A giddy trio 
of evening slippers to dance the gay pulsating rhythms 
of the Samba . . . Shoes for dancing debs to wear at 
the Velvet Ball . . . the dance after the Horse Show . . . 
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ADS FEATURE 


Gay Festivities of Approaching Holidays 





Foreshadowed in Attractive Presentations 


of Glamorous Evening Slippers 


by R. E. ANDRUSS 









The attractive festive foot- L. S. AYRES & CO. 
wear shown below was 
used by Thayer McNeil, 


Boston, to open the formal 





Dainty Sandals for 
Dancing Feet sve « 


(he Aare) ht matte 9 ve Ne outer connie 
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L. S. Ayres & Co., of 
‘ Indianapolis, fea- 

. tured dance sandals 
in the ad shown 


above. 















at the whirl of holiday debuts from now through Christ- 


mas.” 
Lord and Taylor stresses “Elegance by night . 


allure by night . . . Pumps by night. Rocketing evening 
fashion. Pumps . . . dramatic emphasis for your 
sheathed sophistication in a cover-up dinner dress . . . 
simplicity in exciting contrast to dance skirts bouffant. 
Your feet out-do the captivating slimness of your waist. 
You've strikingly new, brilliant chic in these evening 
slippers created for Lord and Taylor.” 

There’s another reference to current dances in Stet- 
son’s ad for “Wrapture” in which they say, “Sway to 
the Conga . . . feet plastic as a melody in metallic- 
flecked elastic sandals.” For their registered “Lifts,” 
Sax-Fifth Avenue says, “Lifts for Latin Dances . . . All 
dressed up . . . Spic and Spanish . . . in glinting Lifts 

















































BOOT anp SHOE RECORDER, December 9, 1939 


FOOTWEAR FOR THE 


to gleam and glitter under your evening clothes. The 
most dazzling of the evening shoe fashions . . . Lifts 
this season are unusually festive and decorative . 
some in satin with silver or gold kid trimming . . . one 
in velvet witth the golden era much in evidence . . . 
another in suede with gold. Brocades with color . . 
whether you dance the ever-present Rhumba, the oh-so 
popular Conga or the South American Samba . . 
lifts for Latin dances will glide you on your way.” 

Ad-lines gleaned from here and there reveal “how to 
say it” as well as what may be said, using what may 
be termed “the language of the season.” 

Beautiful shoes for your glamour costumes. 

For airy dancing until dawn. 

Slippers that give the elegant touch to any costume. 

Feminine but fuss-less fashions that men admire. 


- our 


A recent evening footwear advertisement by Saks Fifth 
Avenue, New York, is reproduced below. 





Sup om 


“All dressed up....spic and spanish™...in lilt- 
ing Lifcs* to gleam and glitter under your 
evening clothes. The most dazzling of the 
evening shoe fashions... Lifts® this season are 
unusually festive and decorative... some in 
satin with silver or gold kad trimming ...one 
in velvet with the golden era much in evidence 
.-- another in suede with gold... brocades with 
color. Whether you dance the ever-present 
Rhumba .. . the oh-so popular Conga or the 
South American Samba... our Lifts* for Latin 
dances will glide you on yous way. Fourth Floor 
SCSTASY— Black, red or white swede with gold kd = 
tram. 18.80. Imported brocades with green or blue 
tem 22.50 
(VRA — black satin with silver trim, white satin with 
gold. 18.90. Silver kid with gold. 22.50 
$OVU—Sultan Last in black os red velvet with 
embossed gold bid 18 50 
hepined 
ALSO CHICAGO - BEVERLY WILLS - GREENWICH 











(21) 


FORMAL SEASON 
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A beautiful evening footwear newspaper ad by Bonwit 
Teller, New York, which was published last Sunday. 


After twilight, romance shoes. 

Keyed to the most scintillating social season in 
(town’s name) history. 

Elegant simplicity is the theme for this important 
formal season. Particularly mentioned in the news 
stories of the opening of the “Met” is the number of 
white dresses (or gowns) worn, which have also been 
given attention elsewhere. Interest to shoe men lies in 
the thought expressed in the ad-line, “if you want to 
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PLAY clothes and more play clothes—colorful, in- 
formal and delightfully feminine—designed for every 
waking hour of the 24. Women, southward bound, will 
want all they can get of them: long skirts, flaring bal- 
lerina skirts, culotte skirts, full harem trousers tied in 
at the ankle, shorts and trim tailored slacks; blouses 
with long sleeves, blouses with short sleeves; big hats 
and Oriental turbans. And color everywhere. A favor- 
ite use of color is shown in the accompanying sketch 
where part of the costume is in a solid color and part 
in multicolor. Stripes are favorites in multicolor 
effects, but some floral prints, polka dots and plaids are 
also in the picture. Highlighted colors are the “Flag 
Colors”—Federal Red, Patriot Blue and White—and 
the “Primary Colors”—red, blue and yellow. Entire 
ensembles are planned to carry out one or the other of 
these color combinations. For instance, a costume may 
have navy skirt, red and white blouse, red and white 
shoes, navy hat and red bag. 


Highlights in Ready-to-Wear Colors 
Whiie is number one in ready-to-wear, according to 
reports from early resorts. And white, heightened by 
bright red or bright blue, is the newest, smartest idea 


SIGNPOSTS 


RESORT FASHIONS 


Colorful Stripes, Skirts—and Some of Them Long—Again, 
the “Covered-up” Look in Blouses, the Wide Girdle and 
Small Waistline, the Turban and the Gay, Informal Play Shoe 
—These Are Some of the Highlights as the Southern Resort 
Season Swings into Action. Two Popular Play Shoe Patterns 
Are Shown Here—the Soft Moccasin Type on the Figure and, 
in the Shoe Drawing, the Casual Many-Purpose Sandal with 
Two-Tone Wedge Heel and Coquettish Bow at Ankle. 


Follow the “FIERY” Route for 
Co-ordination with Southern Resort Clothes 








in color combination. This will mean an all-white shoe 
or one trimmed with red or blue or both. It will also 
mean shoes in blue, red and a combination of the two. 
Blue, so far, is the most popular ready-to-wear color, 
and many shades of blue are being sold. Here again is 
the opportunity for the red and white shoe and also the 
two-tone blue shoe. Also for a wide range of other 
colors and color combinations. Pink, rose, gold, green, 
lavender and grey are all in the ready-to-wear picture 
and offer interesting promotion of shoe colors, matched, 
blended or contrasted with the costume. Another color 

[TURN TO PAGE 56, PLEASE] 








r-scozg 





WHEN @ customer purchases @ pair of shoes at the 
Nettleton shop sn Roos Bros- st in San Francisco, 
the salesman, prior to the shoes for delivery» 
will say, “If you give th . 
surprised at how long they 


ou 
they'll 


etails, the salesman will 
addle soap—putting on 
_ As an jllustration © 
an will call atten- 

His shoes 


ter- 


that the customer Pp 
along with his shoes- 
shows 4 sufficient pro 
in making the sale 


This extra service to customers has been the means 
of increasing pusiness some 15 per cent over a period 
Hi. E. Robison, manager of the shop- 


of a year, s#y® 


Nettletor Shop 


“ 


“We have customers come in,” he explained, 
d thank us for 
ey don’t stop there. 

e’ve ha 


us their 


en recommended to 


MR. Robison s@y® he ‘ved this idea of putting 


oper care of shoes 
nt to get your share of 


emphas as a means of 


puilding good 

the business 

“you ve got to evo 

something 4 Jittle 

is doing: 
“Probably most people know, or at least they ve heard 

hat saddle s0@P will preserve 

But no shoe store 


metime OF another, 
ake it soft and pliable. 

put emphasis oD this fact. So we 

1. We felt out set-up 

jalize in qual- 

2.50 or more 

ride in 





Th files 


BOOT anv SHOE RECORDER, December 9, 1939 


OUTLOOM 


One “Slow Down” Too Many 


AT is unbelievable in this day and age that the labor 
movement is indulging in such childish practice as a 
store “slow down.” The merchant whose store we 
visited was being operated in slow motion and he was 
helpless to combat it. It was such a sly and insidious 
piece of sabotage. You've seen slow motion pictures in 
the movies. Well, in this store, all the clerks were act- 
ing as if they were playing a “sleeping-sickness part.” 
They would greet the customers lackadaisically, with 
a complete indifference to what the customer was say- 
ing. They would go to the stock racks and spend a 
lot of time hunting for the wrong sizes. They would 
talk to customers at great length on subjects that had 
nothing whatever to do with shoes and feet. They would 
say to the customer: “Well, I’m sorry. We haven't 
any shoes like what you want.” Or even go further 
and say: “Why don’t you try somewhere else?” The 
customer wouldn’t know that the actions of the clerks 
were deliberate, but the merchant would soon find out 
in the small books and the comments: “Gee, customers 
are getting tough these days.” 

Nothing much can be done about it either—for if 
your store is unionized, you know there is little redress 
in that direction. You can’t ask for a complete new 
staff of clerks. You can get good and mad and punch 
somebody in the nose, but the only satisfaction you 
get there is letting off the steam of your wrath. You've 
almost got io give in, unless you've got the guts to 
stage a lock-out. 

It’s a terrible thing, and thoroughly un-American. 
It’s even worse in the light of the poor business that 
many stores have been having during the last ten 
weeks. Many shoe stores have been operating in red 
ink for this period and, when the slow-down hits them, 
they lose not only the sales but the spirit of service. 

By and large, throughout the country, the clerks’ 
position has been improved within the last year. Hours 
have been cut to 48 or less and whether the store is 
unionized or not, the wage of the community is higher 
than it has been. 

What is it that makes a clerk think that he has the 
assurance of the job for life just because he has a 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


union card; that his ticket lets him get away with 
slippy service, sloppy dress and sloppy habits? When 
a man rates a card, he should be a full-fledged “jour- 
neyman”—competent to sell and serve. It’s up to him, 
or his union, to see to it that he is educated in his “labor 
for pay,” a qualified shoe fitter and salesman. The 
union card is not a “club” card. 

In another city store we discovered that every after- 
noon business was interrupted by clerks leaving the 
store, one at a time and in rotation, to take the boys’ 
bets to the nearest bookie’s office. Gambling was part 
of the day’s business. They first started by having the 
porter carry the bets, but the kid disappeared one day 
so now the regular clerks take a walk around the 
block, without even asking for permission. There is 
practically no orderly service of selling afternoons be- 
cause the minds of the men are at the race track. 
They’ve got their dimes, quarters and dollars up on 
every race track in the country. I ask you, is this a 
business or is it a social club—for the convenience of 
the real bosses—the clerks? 

We discovered in a third store (business incorpo- 
rated) that it was being picketed for union manage- 
ment as well as union clerking. In other words, the 
boss couldn’t sell shoes at the fitting stool, even though 
he owned the business. 

Another small merchant found one week that he 
didn’t have enough intake, that he didn’t have enough 
cash in the till to pay salaries. So he let two of the 
men off until Monday. But could he get away with 
it? No, he was told it was his obligation as a business 
man to have money to pay salaries and he shouldn’t 
be in business if he couldn’t. 

We are putting the emphasis on these incidents not 
so much to point out the raw side of labor relations 

[TURN TO PAGE 49, PLEASE] 
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A STRAIGHT LIWE 


PROGRESS 


MILLION DOLLAR INCREASE IN FIVE YEARS! 


CONCENTRATION The Musebeck Shoe Company sensed the 


need for a shoe that was strong enough to 
straighten up weak feet and hold them straight. Year after year the ideal of 
producing such a shoe has been preserved. Concentration on this one idea has 
brought forth the Health Spot Shoe—a shoe which answers the need for Men, 
Women and Children. 


RESEARCH Nothing has been spared in the way of time 


and money to continually perfect the Health 
Spot Shoe so that it would more nearly conform to the normal requirements of 
the foot. Nothing has been sacrificed in order to bring the Health Spot Shoe 
to the point where it is more comfortable and of more value to the consumer. 


EDUCATION The Musebeck Shoe Company has always 


appreciated the importance of “The Man on 
the Fitting Stool.” Extensive training facilities and educational material have 
always been available to the interested Health Spot retailer. 


CONSUMER Many manufacturers force distribution to the 
ACCEPTANCE consumer through extensive and expensive 


advertising programs which must of necessity 
come out of the product. The Musebeck Shoe Company has elected to put 
quality into the shoe and has looked to the consumer for word-of-mouth adver- 
tising. The increases which have been enjoyed as a result of this policy prove 
that in the long run such an arrangement is profitable for the retailer—nothing 
can take the place of satisfied customers and their recommendations. 


YOUR town may be open for a Health Spot agency. Write for details today! 


Z I Ui We) whch Se le Company 


THE MOST COMPLETE LINE OF CORRECTIVE SHOES IN AMERICA FOR MEN, WOMEN AND CHILDREN 
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RETAIL CLINICS FEATURE AT FAIR 






Given by Members of the Faculty of Northwestern Univer- 





SLEEPING room reservations being 
made at the various hotels through- 
out Chicago by buyers expecting to 
attend the National Shoe Fair, Jan. 2, 
3, 4, and 5, 1940, indicate that a vast 
majority of retail shoe men _ will 
“Focus on ’Forty at The Fair.” 

Buying Spring and early Summer 
shoes will not occupy all of a mer- 
chant’s time during the four-day visit 
to the Fair. Many stores have ex- 
perienced during the past year com- 
plex operating difficulties, that are 
threatening profits. Through the 
various educational features at the 
fair merchants will inquire into some 
of the solutions for ailing businesses 
that will be available for all those 
in attendance. 

For four years an outstanding ser- 
vice of the Fair has been the “Ex- 
pense Control-Store Management” 
clinic which has proven extremely 
beneficial to hundreds of merchants 
who have used this free feature of- 
fered by the National Shoe Fair. 

Members of the Faculty, School of 
Commerce, Northwestern University, 
Evanston, Ill., have conducted this 
business analysis service since the in- 
ception of the Fair in 1936. Year 
after year merchants return for fur- 
ther advice, having profited by the 
recommendations made by staff mem- 
bers for correcting operating errors 
that have occurred during the year. 
Improved methods suggested by the 
members of the “Expense Control- 
Store Management” clinic have re- 
sulted in increased volume and re- 
duced expenses for merchants who 
have availed themselves of this ser- 
vice. 

This year the clinic will be staffed 
by four members of the faculty of 
Northwestern University, every one 
a business expert, enjoying a wide 
experience in the field of retailing. 
These men bring to the clinic prac- 


sity School of Commerce. 


DELBERT J. DUNCAN 


Professor in charge of retail courses at 
Northwestern University. 


tical knowledge in proven merchan- 
dising methods. 

Without exception, every member 
of the staff has served in a practical 
capacity in retail stores. They have 
intimate knowledge of store opera- 
tions and can detect quickly a leak in 
a business, through which filter the 
wastes and excesses responsible for 
destroying profits and sales. 

Because of the increased demand 
for appointments with this group of 
consultants, the National Shoe Fair 
has added a fourth member to the 
staff, making available to those at- 
tending the Fair four members of the 
“Expense Control- Store Manage- 
ment” clinic. 

All conferences are confidential 
and no merchant need have any ap- 
prehension in discussing his most in- 
timate affairs with members of the 
group. All discussions are conducted 
in a frank and intimate manner— 
across the desk type of meeting in 





surroundings similar to any shoe 
store office. 

Here are the four business spe- 
cialists who will be ready to advise 
merchants at the Fair: 

Professor Chester E. Willard of the 
Department of Organization, Market 
and Control, and one of the aggres- 
sive members of the staff who is con- 
stantly keeping pace with rapidly 
changing conditions in the world of 
retailing; Professor James R. Hawk- 
inson, Assistant Dean of the School 
of Commerce, who has been closely 
associated with sales and selling for 
many years; Professor D. J. Duncan 
in charge of all retail courses, North- 
western University, and Professor 
Ira D. Anderson of the Department 
of Marketing with an experience on 
the practical side of business manage- 
ment and retailing, who also served 
as Assistant Chief, Retail Trade 
Bureau, U. S. Bureau of Census. 

To conserve time of merchants and 
regulate the appointments of the 
members of the staff, it will be pos- 
sible for those desiring to consult 
with members of this group to set a 
definite time and day for a meeting. 
A registrar will be in attendance to 
arrange appointments. 

All clinics will be held in the 
Boulevard Room, second floor, 
Stevens Hotel. The consulting hours 
will be: Tuesday, Wednesday and 
Thursday, mornings 9:30 to 12:00 
noon—afternoons 2:30 to 5:00 P.M. 

It is urged that those anticipating 
consulting members of the staff bring 
with them the operating figures to be 
discussed. 

Annual Banquet 

When a thousand shoe men assem- 
ble on Wednesday night, Jan. 3, 
1940, in the grand ballroom of the 
Stevens Hotel, to attend the annual 
banquet of the National Shoe Fair, 

[TURN TO PAGE 35, PLEASE] 
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SPECIAL INDUCEMENTS FOR VOLUME ORDERS 


MASTERBILT SHOEMARERS. ... 
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A Sock in Your Business 


We've noticed a very interesting 
and encouraging tendency in men’s 
shoe stores over the last six or eight 
months. We refer to the promotion of 
men’s hose. The renewed emphasis 
on this extra business seems to have 
started with the sale of novelty socks 
last Summer. But instead of dying 
with the approach of Fall, business 
swung into heavier weight socks for 
street and sports wear. And now with 
the Christmas season on us, we notice 
a serious and important promotion 
being done in good quality socks in 
prices ranging from as low as twenty 
cents up to a dollar and a half and 
still higher. Evidently men are buy- 
ing socks for themselves nowadays 
and they prefer to buy them in a 
masculine atmosphere. And_ with 
Christmas coming on, socks make ad- 
mirable and practical gifts. 

This promotion of a _ sub8tantial 
business in men’s socks is sound 
policy in these times when salesmen 
are anxious to make more money. A 
merchant may not be able to raise 
salaries of shoe fitters, but he cer- 
tainly can offer the commissions on 
the sale of socks. 


Bas 





by JOHN F. W. ANDERSON 


Unseen Customers 


In their Christmas advertising, 
stores which are after every sales pos- 
sibility aren’t forgetting the impor- 
tance of offering hurried customers 
the convenience of buying Christmas 
slippers by mail. A little box down 
in the corner of your ad is all that 
is necessary to do the trick. Here is 
an example: 


Mail Orders Filled 


Use this coupon for convenience 
Name 
Address 
Chg com. ... 
Size Color 
(Store name) 
(Address) 

And to make the ad complete, we'd 
suggest that you add your phone 
number. As one advertising execu- 
tive recently said, “Use of the phone 
number in advertising increases re- 
turns sixty-one per cent.” 

Which reminds us of the story told 
over at the Oppenheim Collins de- 
partment store in New York. 

“One of our shoe salesmen has a 
customer he’s never seen. She lives 
in Atlanta, Georgia, and she’s been in 


The poetry limps, but the customers won't. 


NeW York only once. She phoned for 
a pair of shoes to be sent to her hotel. 
This salesman sent two pairs, so she 
could take her choice. She kept both. 

“Ever since then she’s written or 
wired him for shoes. She trusts his 
taste implicitly . . . and with justifica- 
tion, for there’s never been one re- 
turn. And she buys ten or twelve 
pairs of shoes a year.” 


* *+ 


Christmas Cheer 


Now is the time to brighten up 
windows as much as possible for 
shoes are kind of drab colored mer- 
chandise compared to tinsel, red rib- 
bons and silver balls. So to attract 
attention at this season, the shoe man 
has to fill his windows with acces- 
sories to his regular shoe business— 
slippers of many colors, gloves, 
scarfs, mufflers, handbags, neckties 
and bright colored wrapping boxes. 
For as one New York shoe man says, 
“If you don’t make a profit on these 
things during the month of Decem- 
ber, you might just as well throw 
them out of your store.” 

We noticed one store that had bor- 
rowed an opera hat and evening ac- 
cessories from a neighboring furnish- 
ings store to give background to a 
display of evening shoes. At the edge 
of the display was a sign: “Evening ac- 
cessories courtesy of (so & so store).” 

The John Ward stores have large 
Christmas gift certificates scattered 
around the window to give the hint 
that if you want to give a practical 
gift there’s nothing better than to 
arrange for your friend or relative to 
drop in and buy a pair of shoes 
which are already paid for. 

The Hanover stores are offering a 
free Christmas box with every pair 
of hose purchased. 

And the London Character shoe 
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BEST IDEA OF THE WEEK 
HELP THY NEIGHBOR 
(Sam Vost’s SuHoe Store, SoutH ZANESVILLE, OHIO) 


O. P. Ideator—“What’s the idea of that bulletin 
board next to the entrance to your store, are you also 
the local employment office?” 


Mr. Vost—“No, not exactly. You see, I just get a 
big kick and a lot of good business out of helping 
worthy persons find part and full-time jobs. In every 
community there are labor needs which because of 
limited time, cannot be served through regular em- 
plof¥ment channels. Six months ago I contacted by 
telephone several highway contractors and industrial 
employers in the vicinity and asked them to list their 
emergency labor needs upon a bulletin board which 
had been set up in front of the store. No charge 
was made for the listing service and within three 
days the board was filled with requests. Folks from 
both town and country soon got the habit of con- 
gregating at Vost’s to read the latest listings. The 
prospect of employment emphasizes the need for 
shoes, boots, arctics, hi-tops and other footwear, and 
because of the listing service, Vost’s usually gets more 
than 80 per cent of the business.” 


O. P. Ideator—‘“It seems to me that advertising 
which stimulates employment gives the shoe merchant 
a double opportunity. First, by increasing buying 
power; second, by providing an immediate marke 
for the goods he sells.” ' 


Mr. Vost—“That seems to be well borne out by 
our experience. Since my stunt went into effect, sixty- 
eight persons have been placed in jobs, and several 
times that number are watching the board. Some 
come from a distance of twenty miles. The majority 
of these take the time off to get better acquainted 
with the shoe merchant who makes this service pos- 
sible and I make sales to many of them. Local em- 
ployers, whose needs I list, also give my store good 
publicity.” 

O. P. Ideator—‘“I can see your bulletin board as a 
service to the community and the chances of con- 
siderable return to you from this service, but isn’t it 
quite a bit of trouble to manage?” 


Mr. Vost—“The stunt requires no capital nor does 
it interfere with my business. I erected the 3 by 5 
foot board near my front entrance and those employ- 
ers who use it are each allowed one line of advertising 
space per job. When the vacancy is filled, he erases 
the wording or replaces it with a new message. Per- 
sons in pursuit of a listed job, contact that particular 
employer. I assume no responsibility; neither do I 
use any influence to place workers. By these rules 
I have no trouble in keeping the board filled. It is 
proving popular among persons of all classes, and we 
plan to use it as a year-round drawing card.” 





stores are urging the public to buy 


tion has been very successful in con- 


appearance of sameness. To 





break 


their slippers in an authentic shoe 
store for the following logical rea- 
sons: 

“1. You get the same value for 
which our shoes are famous. 

“2. You get workmanship backed 
by years of expert shoemaking. 

“3. You get fitting service by our 
trained staff of shoe fitters.” 


* + 


Business Chases 


There is a shoe store in Boise, 
Idaho, operated by the Burnett Broth- 
ers that has developed a profitable 
business in contacting brides and 
brides to be. The two enterprising 
brothers carefully scan the society 
columns of Boise and adjacent cen- 
ters looking for engagement and 
marriage announcements. The next 
step is the follow-up in the shape of 
a polite letter of best wishes and with 
the added suggestion that the Burnett 
Brothers shoe store is qualified to sup- 
ply the bride or bride-to-be with the 
proper footwear for all occasions 
within the desired price range. Fol- 
lowing this is a brief description of 
the proper shoes to buy for afternoon 
and evening dress as prescribed by 
fashion authorities, as well as shoes 
for sports wear. This regular promo- 


tacting new customers, many of whom 
become regular buyers for years to 
come. It is also found that the male 
member of the family has often 
scanned the letter and drops in for 
his needs in footwear. 


® 2 © 


Something Free 


A pair FREE if we can’t fit you, 
is the proud challenge of the May 
Brothers store in Oklahoma City. In 
a recent newspaper ad they ran a 
chart of the 114 sizes and widths car- 
ried of their Walk-Over Broadway 
shoe. Accompanying the chart was 
the suggestion to each and every male 
in Oklahoma City to drop in and ask 
for their size (no obligation to buy). 
“If your size is on the chart and we 
do not have it, we'll get a pair and 
give them to you absolutely free.” 
No man could ask for more than that. 
And even if he doesn’t win a pair, if 
the shoes look well, he'll probably 
buy a pair. 

* * * 


Store Arrangement 


For some strange reason most 
stores are shaped long and narrow 
like a shoe box. This arrangement 
may be practical but it tends to de- 
stroy originality and gives stores an 


up this monotony store designers have 
resorted to many variations in seating 
plans and location of partitions. 

But the Red Cross shoe store on 
upper Madison Avenue in New York 
City has approached this problem 
from a different angle. The front of 
the store is fairly low—the top of the 
window being only about eight feet 
above the ground. The interior of the 
store is also low and narrow, being 
only about twenty feet wide, and deep, 
being about three times as long as 
it is wide. The designer of the store 
has modified this conventional in- 
terior in excellent fashion by design- 
ing a floor on three levels. Just in- 
side the entrance of the store, there 
are three steps down to the first level 
and in the middle of the store there 
is another drop of three steps. The 
ceiling is also dropped down a like 
amount in the center. Seats for the 
customers are in two rows along each 
wall and face towards the center of 
the store. The interior is painted a 
pale green, fixtures are of the simple 
functional pattern and shoes are 
stored in a stock room in the rear of 
the store. This arrangement tends to 
make the store look shorter and wider, 
and the simplicity of the whole design 
creates an illusion that the store is 
considerably larger than it really is. 





Now You Can Secure 


All your Children’s Shoes, from a Child’s 8 te a Big 
Girl’s 6, witheut a break in size in Goodyear Welts 
and light, dressy, flexible Sbhicca Delmacs from one 
seurce of supply. 


W... given Billiken a most intensive study 

and rebuilt it for the Fast, Competitive Market 

ahead. We modernized a great factory, 
restyled the famous Billiken Line and added a complete new size 
run* to give you the jump on a Profitable 1940. 


Your basic appeal in selling Juvenile Shoes is QUALITY. In 
Billikens you can point out these features to your customer. Non- 
rip Backparts. Right and Left Quarter Patterns, Seamless Quarter 
Linings, Genuine Shark Tips and Modernized New Graded Lasts. 
Calfskins, Full Grain Elks and Sole leathers that make contented 
customers. These features and our system of prices will make new 
customers for you, and that’s why we say, “Billiken, Yours for a 
More Profitable °40.” 


*Billiken Twixies—3\, to 6 for your important "Teen Age Market. 


923 

Big Girl’s Black Patent Ventrie Side Gore 
Step-in, Cutout Vamp, Super-Flexible 
Sbicca-Delmac Process, 914/8 Covered Box 
Heel; Sizes: 344 to 6; Widths AA, A, B, C; 
Price: $2.35. 


Child’s same as above, except 8/8 Covered 

Box Heel; Sizes: 124% to 3; Widths A, B, 

C; Price: $2.10. 922—Same style, sizes and 
\ price in all-over White Calf. 


~ 


BILLIKEN DIVISION vag 


LYNCHBURG, VIRGINIA © Craddock-Terry Shoe Corporation 
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WHAT TITLE FITS THIS SITUATION? 





Ir’s EASY— 







Iir’s FUN— 







AND 











irs WORTH WHILE 
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Twice before we have selected a cartoon and asked for 
captions which best fit the situation. And in both cases we re- 
ceived a number of interesting and clever captions. What's 
more, our readers did not hesitate to show their appreciaton 
of the series. So it is with a pleasant feeling of anticipation 
that we offer our third cartoon. 









All of you shoe men meet up with funny situations every day 
in your work. All we ask is that you send us a caption which 
you believe is most appropriate for the cartoon shown here. 
We'll select the five best and give a prize of $1.00 to each of 
the senders. What’s more, the captions will be published with 
the cartoon and the senders’ names and addresses in forth- 
coming issues of the Recorper. If you prefer not to have your 
name and address published, tell us, and we’ll print the caption 
anonymously. 

















Captions should be short and snappy—and to the point. Ad- 
dress all entries to: Contest Editor, Boor aNp SHor Recorper, 
239 West 39th Street, New York City. 







All captions submitted become the property of Boor aNp SHOE 
Recorper. Contest closes December 3lst. 












The Trek Southward Begins 


[CONTINUED FROM PAGE 17] 





Very smart snakeskin resort sandal with matching bag, in contrasting bands 


of chartreuse, rose and turquoise blue. 


cussed. The black patent leather bag 
has a new and very feminine look with 
its ruffled edging and handle of faille. 
It is just the thing for the slightly 
dressy patent leather shoe. The black 
and white bag, simple but not too 
severely tailored, is like the two san- 
dals, it can be used for a variety of 


From Boyd-¥ elsh. 


morning and afternoon occasions down 
south and as a town bag for late Spring 
and Summer up north. The big soft 
bag of natural color monk’s cloth is 
typical of a whole range of new styles, 
specially designed for colorful, casual 
resort clothes in woolens, linens, cot- 
tons and new weaves in shoe as well as 
garment fabrics. 





Start with a Flourish 


[CONTINUED FROM PAGE 19] 


in an extra order and was forced to 
send in for still another order. 

That the pumps, especially in black, 
were not to be overlooked was soon in 
evidence and this particular type of 
footwear ran in for second selling hon- 
ors. Brown alligator pumps were also 
in good selling light and Wheeler re- 
ported a steady selling development in 
this line. 

The new department measures fully 
80 feet in length and 30 feet wide and 
with 30 chairs and more to be added 
the department has every thing in its 
favor for a continued success. The 
chairs are arranged with two of green 
leather seats and back, while one chair 
to two are of a canary shade. The 
ceiling is of white and the side walls 
are of a delightful buff color. The sup- 
porting posts in the new section have 
been treated with 8-foot mirrors to 
give accent to the streamlined effect. 


Beige carpeting makes this department 
carry off its appropriate honors for 
being brilliantly alert and inviting. 

Boyd’s believes in the individual 
touches—in making the customer at 
home—to help sell its merchandise. 
During the big footwear fashion show 
Boyd’s discreetly had gayly bedecked 
attendants bring in liquid refreshments 
and cigarettes. “All to add that extra 
comfort,” Wheeler commented. 

Behind the successful opening of this 
department was something more, how- 
ever, than refreshments and cigarettes. 
In the great merchandising machinery 
of the store was a complete prevue—not 
just a hit-and-miss proposition — for 
the entire store, of five floors, was held 
and the importance of the women’s 
shoe section was bravely put before 
the employees, emphasizing that the 
department’s success rested with the 
entire store’s ability to make the wo- 
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men of St. Louis know that the smartly- 
dressed woman could have the finest in 
footwear. 

Certain select groups of school girls 
and women of the city and county were 
contacted by direct mail promotions. 
Newspaper advertising was strong and 
gave prominent attention to the fact 
that the sportier-wear shoes in the very 
latest styles were now ready and possi- 
ble in the new department. 

Further, the Boyd’s management 
realized that apt interest was evident 
by St. Louis women in the sportswear 
section of the store, in a spot far from 
elevator and stairs. Why this depart- 
ment should have such great interest 
in an out-of-the-way spot on the mezza- 
nine floor is not important here, but 
in selecting the spot for the women’s 
shoe section this fact was of particular 
note. Now women must pass through 
the shoe department to get to the 
sportswear section and must come back 
through the shoe department again. 

“Gives us two chances to sell them 
natural shoes for the merchandise that 
they have selected in the sportswear 
section,” Wheeler told us. “I know this 
combination will work out famously.” 

This department has made up its 
mind to stick to the sports type of 
shoes, with the highly dressy jobs not 
to te merchandised heavily. It is felt 
that the sports models with oceans of 
comfort and yet with enough style to 
command attention and make the wear- 
er proud of them and recommend 
friends to visit Boyd’s. 

Three clerks during the week—men 
—are kept busy while five clerks come 
in on Fridays and Saturdays to take 
care of the busy rush at that time. 
Behind panels are the finely stocked 
shelves of the storeroom where more 
than 3200 pairs of shoes can easily be 
accommodated. The stockroom is on 
the west side of the department. Be- 
hind panelling on the west side is the 
office for the shoe department. The 
east side of the department forms the 
sportswear section and on the south 
is the open part looking down to the 
first floor and the elevators and stairs. 

Inset panelling for display of shoes 
is termed as “progressive displaying” 
in this section and the shoes are shown 
to good advantage hy the indirect light- 
ing in the panels. The panels are both 
vertical and horizontal to afford con- 
trast and increase interest in the dis- 
plays. 

At the top of the stairs on the west 
side of the mezzanine floor and just 
off the shoe department is a Slipper 
Bar. The Slipper Bar is 15 feet long, 
waist high and 24 inches deep with an 
elevation of 3% inches in the back 
On the sloping surface of the Slipper 
Bar are displayed a dozen or more 
types of slippers in various sizes and 
colors. 

Clerks watch the Slipper Bar care 
fullyeand when a cuftomer that has 
paused at the counter seems sufficiently 
interested to have a salesman’s aid one 


[TURN TO PAGE 35, PLEASE) 
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ONE numeer 


man at the fitting stool,” says the editor of a trade 
m of satisfying the customer with precisely 
it is well, we think, to keep in mind that not 
served and the foot to be fitted but, the desire of men for 
pom ont then Sept ee yD he ery be ard pede 


KISTLER “BENCH BRAND” SOLE LEATHER 


A BALANCED TANNAGE * 


lends itself to expert bottom workmanship. Its compact, firmly-knit fibres, 
eee ee one ene ee, creates 
an fine wearing surface. This feature lifts a man’s shoe to selling 
levels where often it is “The One Number That Clicks.” Surely, men’s shoes 
bottomed with Kistler “BENCH BRAND” Sole Leather interest you. 
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_ HERMAL SHOE COMPANY 


WINS PATENT SUIT! 


NOW HAS EXCLUSIVE RIGHTS TO 


PLAY SHOE PATENTS 


Nos. 2,150,385; D110,599; D110,600; 
D113,390; D113,391; D117,103; D117,104 


In the recent suit brought by Joyce, Inc. against Hermal Shoe 
Company, the Court held that the multiple heel lift type of shoe, 
made by Hermal Shoe Company, under Letters Patent No. 
2,150,385, DOES NOT INFRINGE the Joyce Patent. 


The trade is hereby notified that the Hermal Shoe Company is 
the sole owner of the exclusive rights to Letters Patent No. 
2,150,385 and Design Patents listed above. It is to be understood 
that anyone manufacturing or selling footwear infringing upon 
the above-mentioned patents or copying the footwear of the Her- 
mal Shoe Company, will be held accountable for such infringe- 
ment and unfair competition. 


We thank our many retail shoe friends for their fine spirit of 
cooperation in aiding us to protect our original patent rights. And 
we are entering the new season and the new year with the object 
in view of maintaining a protective policy that will insure a con- 
tinuation of our past mutually pleasant business relationships. 


HERMAL SHOE COMPANY 


EVERETT, MASSACHUSETTS 


NATIONAL SHOE Farr In CHICAGO 


January 2, 3, 4,5 
Rooms 1353-A—1354-A ¢ Stevens Hotel 
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Start with a Flourish 
[CONTINUED FROM PAGE 32] 


of the department’s staff steps over 
and offers assistance, explaining that 
duplicates of the slippers may be tried 
on in the department. Such a plan 
brings immediate attention to the de- 
partment, that otherwise might be 
hidden by the offset of the mezzanine 
floor. 

After more than two months this 
department has proven its need and 
worth as a merchandising center for 
shoes. Buyer Wheeler reports that 
shoes interest has been indicated in the 
following order: 1.—$6.75. 2.—$8.75. 
3.—$10.75, and last $3.95 to $5.00. 





Retail Clinics Feature 
At Fair 


[CONTINUED FROM PAGE 26] 


to be held in Chicago, Jan. 2, 3, 4, and 
5, they will be participating in the in- 
dustry’s greatest social get-together. 

The banquet has been a traditional 
event in the industry prior to the Na- 
tional Shoe Fair, when each year at 
the annual meeting of the National 
Boot & Shoe Manufacturers Associa- 
tion, it became the all important night 
of the meeting. 

Precedent will be shattered at the | 
1940 banquet, when the affair will be 
moved forward to the second night of 
the Fair, Wednesday, Jan. 3, instead of 
being held on the third night, as at the 
four previous Fairs. 

A poll among a number of manufac- 
turers and retailers resulted in a de- | 
cision by the Joint Committee to change | 
the festive evening to the second night. | 
A deciding factor, according to the opin- | 
ions expressed, was the opportunity of | 
many manufacturers to entertain their 
guests, who in the past were compelled 
to leave previous to the banquet, when 
held on the third night of the Fair. 

The banquet brings together a ma- 
jority of the important manufacturers | 
and their business associates, as well as 
many merchants who join together in | 
making this evening a festive occasion 
of fellowship and fun. 

No entertainment offered in Chicago | 
surpasses that provided at the banquet. 
Radio stars, the theatre and night | 
clubs, all combine to make it a night 
of stars with all the talent in town. 

Over 500 reservations have been 
made, including individual reservations 
as well as groups of tables seating eight 
to ten persons. Tickets are the same as | 





in the past, $7.00 per person. Reserva- | 
tions are made at National Shoe Fair, 
headquarters, Stevens Hotel, Chicago. 


Brewer Opens New 
Women’s Shop 


LAKELAND, FLa.—Howard H. Brewe 
of Daytona Beach, has opened a ladies’ | 
shoe salon at 111 South Kentucky Ave. 
J. Ward Coward of Lakeland will be 
associated with Mr. Brewer in the busi- 
ness. 


Now—a new, dramatic way to tell the mothers of your city that 


| you are Fitting ‘‘Headquarters’’ for Buster Brown Shoes—a 


plan that wraps up what you have been doing in a way mothers 
can understand 


The pivot of the children’s shoe business 
today is fit. The New Buster Brown 6-Point 
Fitting Plan puts the emphasis on fit. 
Many retailers have used virtually the 
same fitting principles we are preaching in 
the new Buster Brown 6-Point Fitting 
Plan and have been doing a good fitting job. 
The 6-Point Fitting Plan organizes ac- 
cepted fitting routine and presents the 
several steps in a fresh, interesting, under- 


| standable way. 


It dramatizes what many good mer- 
chants are already doing for better re- 
tailing of children’s shoes. 

It calls for no investment in additional 


equipment. 


Stores selling Buster Browns get com- 
plete merchandising materials to tie in 
with our national advertising which fea- 
tures the new Buster Brown 6-Point 
Fitting Plan. 

Retailers are already telling us it’s 
another “natural” for them. 

If you're interested in getting a bigger 
share of the juvenile business in your city, 
better write now for more details. 


Brown Sroe Gompans 


. St. Louis 


Manufacturers . . 


Also makers of Buster Brown Official Boy Scout 
and Buster Brown Official Girl Scout Shoes 


BUSTER BROWN SHOES 


FOR BOYS AND GIRLS OF ALL AGES 
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SELL THOSE WINDOW SHOPPERS 


























XMAS PRICE TICKETS 


2 


PAVE 


Imprinted Prices on Colorful Seasonal Designs 


Colorful price tickets in 
the popular price denomi- 
nations will dress up your 
displays, and make selling 
easier. Blank tickets,show- 
ing the design only, are 
also available. 

We have in stock a com- 


plete selection of designs 
and color combinations. 


$1.10 


12 Dozen 


$2.00 








The size—14” x 2%"—is 
large enough to attract the 
eye, and small enough to 
give the shoe prominence. 
The tickets are attached 
neatly to any part of the 
shoe with our Price Ticket 
Clips which are priced at 
$4.00 per gross—$2.25 per 
half gross. 





SMOCMNI A ONIATYVI 
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We will send a circular showing actual samples, at your request. 
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* CHICAGO, ILLINOIS 





WRITE FOR DETAILS OF OUR ANNUAL SHOW CARD SERVICE 





COLORFUL AND EFFECTIVE 
TICKET 





SERVICE 


MONTHLY 


CARDS 


HOLDERS 


BLANK 
TICKETS 





Ne. | 


$5.00 


6 





Ne. 2 


4.00 


a 





Ne. 3 


6 





Ne. 4 











4 
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Record Week in Chicago Hide Trading 


Prices Generally Hold Steady as Packers Sell 150,000 Hides, 
or Equivalent of Fully Ten Days’ Production 


New York—In the heaviest week of 
trading since the start of the European 
war, Chicago packers sold 150,000 hides 
—or fully 10 days’ production. Prices 
were generally steady. 

Hide futures on the Commodity Ex- 
change advanced 22 to 39 points, with 
a number of favorable factors out- 
weighing reports of spotty retail shoe 
business due to mild weather. Resis- 
tance to price advances was apparent 
at the Volume Shoe Manufacturers 
show in New York this week. 

The Tanners Council index of the 
factory value of shoes for October was 
68.5, or still below the prices in the 
Spring of 1938. The 1929 average 
equals 100 in the index. The index in 
August, before the war, was 67. 

While demand for leather continued 
to be affected by the between - season 
doldrums, inquiries increased as some 
shoe manufacturers began running low 
on stocks. Tanner bookings of new 
business were relatively good for upper 
leather, with sole leather quiet. 

This condition was reflected in the 
raw hide market in the trading of the 
week. Steerhides, and other heavy 
hides used for soles, sold off % cent a 
pound. Light native cowhides and other 
upper leather skins traded at steady 
prices. Both steers and cows traded at 
14 cents per Ib. last week, although the 
former normally commands a premium. 

The bulk of the packer sales was to 
hide dealers, with tanners entering the 
market late in the week to account for 
the heavy volume of sales. Packers 
said they had sold up to current pro- 
duction and consequently no _ stocks 
were overhanging the market except 
those in the hands of dealers. 

Dealer buying in Chicago was pre- 
cipitated by the upswing in futures, 
which provided a favorable hedging 
market. The largest buyer of the week 
reported he could buy hides in Chicago 
at 14 cents and sell March futures on 
the Commodity Exchange against them 
at an immediate profit. 

This favorable relationship between 
spots and futures accounted for the 
dealer purchases in the mid-west and 
heavy selling on the exchange, where 
the volume totaled 1103 contracts or 
40,520,000 Ib. for the week. 

Despite the dealer hedge selling and 
a declining stock market, futures ad- 
vanced the 22 to 39 points as specula- 
tive interests were ready buyers. In- 
vestor optimism was attributed to the 
favorable statistical position of the in- 
dustry, lack of stocks in Chicago packer 
and South American packer hands, and 
anticipated seasonal pickup in leather 
demand. 

Brokerage houses reported an evident 
swing by market traders from stocks 
to commodities. This is a logical ex- 
planation. The Dow, Jones index of 


industrial stocks has advanced only 9.1 
per cent over its average for August, 
the month before the war. The Dow, 
Jones index of commodity futures, on 
the other hand, has increased 20.9 per 
cent over its August level. Hides, a 
component of the index, are 24.8 per 
cent higher than the average price in 
August. 

As to the favorable position of the 
industry from the hide producers’ stand- 
point, stocks on November 1 were re- 
ported this week at 6.3 months’ supply, 
near an all-time low for the last decade. 

Shoe production for October was of- 
ficially placed by the Department of 
Commerce at 36,924,000 pairs, com- 
pared with a trade estimate of 35,000,- 
000 pairs. The actual production in 
September was 35,902,000 and in Oc- 
tober, 1938, at 35,012,000. Shoe produc- 
tion for the first ten months of 1939 
totaled 358,472,000 pairs, about 7,000,- 
000 pairs above the corresponding peri- 
od of the record year 1936. 


Bill Tharp Ill in West 


New York—Bill Tharp, well-known 
representative of Joyce, Inc., traveling 
from their headquarters in this city 
with their line of men’s shoes, was 
striken with appendicitis while in Mil- 
waukee. 

Bill is getting along nicely at the 
Columbia hospital, there, and being in 
a@ more or less strange city, won’t mind, 
we’re sure, hearing from the local boys 
and his friends on the road. 


Geuting Employees 
Stage Revue 


PHILADELPHIA, Pa.— Employees of 


Geuting’s, Philadelphia shoe _ store, 
staged an interesting show in revue 
form, entitled “Cornzapoppin,” in the 
auditorium of KYW’s radio station 
building. Proceeds were raised for ad- 
ditional funds for the Sunshine Club, 
employee organization which combines 
social affairs with benefit activities, 
such as sending flowers to sick mem- 
bers, etc. Employees not taking part 
in the show assisted by selling tickets 
and the affair, staged December 1, was 
voted a huge success. 

Anthony H. Geuting, president of 
this firm, also entertained employees in- 
formally recently on the occasion of his 
birthday, November 25, and was the 
recipient of a handsome floral piece on 
this occasion. 


Unique Hiss Radio Program 


Los ANGELES, CALIF.—A most unique 
program, sponsored by Dr. John Martin 
Hiss is on the air two half-hours a 
week on the Mutual station KFI. This 
program is entirely spontaneous as it 


is the unrehearsed conversations taking 
place in the Dr. Hiss Foot Clinic be- 
tween the doctor and his patients. 
Patrons of the clinic comprise a fair 
cross section of metropolitan Los An- 
geles, so many true-to-life, human in- 
terest stories go on the air. On one 
recent morning the patients included 
an African elephant huntress; house- 
wives; football players; a London, Eng- 
land surgeon; children and business 
men. 

Advice-asking letters on foot ills are 
read at this time, with practical reliefs 
suggested whenever possible. Back of 
it all, Dr. Hiss says, is his idea of ex- 
ploding current fallacies relative to 
foot conditions. He believes nearly all 
common foot ills can be materially 
helped, through wearing well made, 
properly fitted shoes and is violently 
opposed to surgical work in the treat- 
ment of weak arches, spurs, etc. Any 
commercialism is destroyed when pa- 
trons ask if certain named shoes are 
good. Advice is always given to con- 
sult with one’s own competent shoe 
dealer and permit his trained shoe fit- 
ter to select the proper type and size 
shoes. 


A. C. Lawrence Moves 
New York Store 


New York — The A. C. Lawrence 
Leather Company are now located in 
their new store in this city, at 261 
Fifth Avenue, at 29th Street, on the 
14th floor. 

The new location provides more facil- 
ities for the convenience of their cus- 
tomers as well as greater space. 


Celebrates 500th 
Foot Health Broadcast 


CoLuMBuUs, On10—Harry C. Graham, 
associated with Evans & Schwartz, 
Columbus shoe store, for more than 14 
years, and for the past two years in 
charge of the enlarged and remodeled 
special children’s department, recently 
celebrated his 500th consecutive Foot 
Comfort radio broadcast (11-24) over 
WBNS, Columbus. Programs are heard 
at 1.45 p. m. each Monday, Wednesday 
and Friday, and have been on the air 
for more than three years. He has dis- 
cussed every phase of foot health, giv- 
ing case histories of persons with foot 
and shoe problems, in his broadcasts. 


Allington Named 
Shoe Manager 


PINE BLUFF, ARK.—J. L. Allington, 
formerly of Joplin, Mo., has arrived 
here to assume his new duties as man- 
ager of the shoe department of Froug 
Stores, succeeding K. Close, who re- 
cently resigned. 

Louis Froug, head of Froug Stores, 
has announced that the shoe depart- 
ment has been given the exclusive agen- 
cy here for a nationally advertised line. 
a brand never before handled in Ark- 
ansas, he said. 
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How To Make a Friend 
In Ten Minutes 





A Drama in One Act 





.. Your Store 
Now 


Ye ou ana Y our Next Customer 


YOU (¢o seated customer, as you place your hand ai 
ball of fost): “These callouses must pain you s 
great dea 

CUSTOMER: 
the time!” 


“My feet nearly kill me most of 


YOU ing thumb directly back of tender spot): 
“It good when I do this, doesn’t it?” 


CUSTOMER (Smiling): “It certainly does.” 


correct he of TREMOOT tes & carins 
ee coke ee slip Ti er wo he 
spot—you slip Trimfoot into @ 

shoe and direct your customer to stand on it.) 


YOU: “Notice how it relieves the pressure across 
the ball of the foot.” 


CUSTOMER (standing): “My! That feels grand!” 
YOU: “Those callouses will go away of their own 
accord.” 


wooo (highly pleased): “Let me have « pair 

old shoes, too.” (To herself: “I must tell 

ig Jones about Trimfoot. She has the same 

trouble. She’d pay anything for relief like this.”’) 

(Curtain) 

You should be an areas, ip Gite Ente Goome several 

knew how 

i in a double profit—one the sale 

iteclf and one from future sales to the friend and 
loyal booster it has created. 


Jurn 


4 out of § women who 
| enter your store are tortured 
| by metatarsal callous pains. 

That means 80% of your cus- 
| tomersare potential buyersof 





Build extra sales, extra prof- 
its, quicker sales, minimize 
returns and complaints on 
shoes that cannot be fitted 
properly without Trimfoot. 
Trimfoot provides a maxi- 
mum of foot comfort. 





BURNING CALLOUSES 


into 


PROFITS 


Made from the finest 
quality full grain, 
gray finish cowhide. 
Easily applied 
in a few seconds. 
Sticks in position as 
long as the shoe lasts. 


List Price, 
$6.00 Dozen Pairs 
Retail Price $1.00 Pair 


SALES TIP: 
When no shoe in stock 
seems to fit... just T. O- 
TO TRIMFOOT and 


save the sale! 
o 


Write or Wire for Samples and 
Complete Information TODAY! 


TRIMFOOT COMPANY « wa:sati nictanp 


Canadian Distributors: Canadian Specialties, Ltd., 49 Sanford Ave. S., Hamilton, Ont. 
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THIS JUNGLE 
must look liké 


THIS JUNGLE 


1 And they do look like jungles, close to. Well, the men 
* who sort England Walton soles are so familiar with the 
variations that can occur in the internal fiber structure of 
leather, that they match up twins every time, as the pho- 
tomicrographs show. 


2 Why they take the trouble is explained by these pic- 
* tures taken with polarized light. These two soles, which 
represent what you might ly experience even on high- 

de shoes, will differ in resistance to stress because the 


ber structures don’t match up to England Walton standards. ’ ‘ 
So there’s a real selling point 


® When leather soles are accurate- 


‘visi ly fiber-sorted, the way the men at Whether you're a shoe 
Bagland Walton Dishsion A.C. LawsgnceLeatherCo. Fagland Walton do ie you've got a manutheuser or a retail- 


Boston, Camden, Peabody, New York, St. Louis, Colambus, more assurance of satisfying your er, you'll find that England 
Chicago, Milwaukee, Los Angeles, Ashland, Ky., customer on such points as equal Walton fiber - sorting will 
Newport, Tenn., Hazelwood, N. C. arch support, equal resiliency,even help you sell shoes and keep 


CUT SOLES and SOLE LEATHER - PURE OAK BARK TANNED edges, more even wear. the sales sold. 


SENGLAND WALTON/2%<SOLES 


MARE SRVES STAY S$ Oe 
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THIS WEEK IN THE 


Saturday, December 9, 


SHOE TRADE 


1939 


National News 





Outstanding Program for Northwest Show 


Prominent Shoe Men to Discuss Current Footwear Problems 
at Silver Anniversary Convention of Northwestern 
Shoe Retailers Association 


MINNEAPOLIS, MINN. — An open 
forum session in conjunction with a 
breakfast on the morning of Tuesday, 
January 9, is to be one of several in- 
novations at the Silver Anniversary 
convention and exposition of the North- 
western Shoe Retailers Association at 
Hotel Radisson, here, early in 1940. 

At this early forenoon session the 
conduct of the business meeting will 
be closely modeled after the popular 
Town Meeting radio program. A prom- 
inent shoe manufacturer will uphold 
one side of a discussion of current foot- 
wear problems, with a leading shoe re- 
tailer speaking for the retail group. 
Another man prominent in the foot- 
wear industry will act as moderator. 
Following the talks of the two discus- 
sion leaders, questions addressed to 
either speaker will be put by the audi- 
ence. 

For the opening convention session 
at noon on Monday, January 8, a very 
popular man in public life, whose name 
is frequently linked with a future presi- 
dential campaign, is expected to be 
the headliner. He has tentatively ac- 
cepted the invitation, but has asked 
that his name shall not be divulged 
until about mid-December when he 
hopes to make it a permanent engage- 
ment. 

A further innovation of the coming 
25th annual meeting shapes up in the 
decision to celebrate by dropping the 
annual membership fee for retailers, 
for this coming year, to a low of $1.00. 
The regular dues have for several 
years been $5.00. 

There will be no 1940 convention 
banquet, in line with a popular request 
that it be eliminated. Instead, the 
annual ball will take place on the eve- 
ning of January 8. 





Dates to Remember 


National Shoe Fair, Hotel Stevens, 
Chicago Jan. 2 to 5, 1940 
Annual Convention National Shoe 
Travelers Association, Morrison 
Hotel, Chicago, Ill...January 5, 6, 194) 
Charlotte Shoe Show. Hotels Charlotte 
and Selwyn. Charlotte, N. C. 
Jan. 7, 8, 9, 1940 
25th Annual Convention and Exposi- 
tion, Northwestern Shoe Retailers 
Association, Hotel Radisson, Minne- 
apolis, Minn. ....January 7, 8, 9, 1940 
Annual Michigan Shoe Fair, Michigan 
Retail Shoe Dealers and Michigan 
Shoe Travelers Association, Hotel 
Statler, Detroit, Mich. 
January 7, 8, 9, 1949 
Texas-Oklahoma Retailers and South- 
western Shoe Travelers Joint An- 
nual Convention, Texas Hotel, Fort 
Worth, Texas. .January 7, 8, 9, 10, 1940 
Annual Dinner and “Get Acquainted 
Night” Buffalo Shoe Retailers As- 
sociation, MacDoel’s Restaurant. 
|, are January 17, 1940 
26th Annual Convention Middle At- 
lantic Shoe Retailers Association, 
Benjamin Franklin Hotel, Philadel- 
phia, Pa January 21, 22, 23, 1940 
Shoe Style Show, Buffalo Shoe Trav- 
elers Association, Buffalo, N. Y. 
January 28, 29, 1940 
Official Opening of American Leathers 
and Style Conference for Fall, 1940, 
Waldorf-Astoria Hotel. New York. 
April 1, 2, 1940 
Annual Convention Pacific North- 
west Retail Shoe Dealers Associa- 
tion, Spokane, Wash. 
June 2, 3, 4. 5, 1940 





The annual dinner meeting of officers 
and directors is scheduled for Sunday, 
[TURN TO PAGE 42, PLEASE] 


“Youthful Enthusiasm Major 
Need of American Industry” 


St. Louis, Mo.—“The major need of 
American industry is for more men to 
have the enthusiasm of 35-year-olds, 
regardless of their age,” stated John A. 
Bush, president of the Brown Shoe 
Company, in St. Louis recently, before 


JOHN A. BUSH 


the semi-annual convention of the com- 
pany’s salesmen representing the wo- 
men’s division. 

Actual age makes no difference, Bush 
said, declaring an older man can have 
enthusiasm as well as a younger one. 
“We are inclined to become self-satis- 
fied as we grow older,” he said. “That 
spirit is out of gear with the times as 
we go into a period of vastly increased 
business prosperity in which youthful 
enthusiasm may mark the difference 
between success and failure.” 

Retail prices did not follow the ab- 
normal rise of shoe industry hide and 
leather prices at the outset of the Euro- 

[TURN TO PAGE 44, PLEASE] 
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Prize Winning Display in Shoe Contest 
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This outstanding and dramatic window display won first prize for R. H. 
Macy & Co., New York, in the major city classification. 


CHICAGO, ILL.—Marked increases in 
sales during National Dr. Locke Shoe 
Week held October 23 to 28 as a result 
of a number of promotional activities 
stimulated by contests for dealers are 
reported by the Lockwedge Shoe Cor- 
poration of America, Inc., of Columbus, 
Ohio. 

In announcing the results of the Dr. 
M. W. Locke shoe contests conducted 
during the week, the company reports 
that the 175 dealers entering the con- 
test had sales increases of 37 per cent 
over the same week in 1938. These 
figures were compared with general re- 
tail sales throughout the country, which 
were reported as 6 per cent ahead of a 
year ago and with the sales of Locke 
dealers not entering the contest whose 
sales were, nevertheless, 7 per cent 
ahead of a year ago. 

Dealers were invited to enter four 
contests during the week with special 
divisions made according to population. 
Prizes were offered to the shoe sales- 
men selling the greatest number of 
shoes, for the best window displays, 
and for the most representative shoe 
promotions. The fourth contest made 
a general offer of a first prize of $100 
and a second of $50 to the buyer or 
manager submitting the best promo- 
tional idea other than newspaper ad- 
-vertising or newspaper displays. 

Mrs. N. P. Nuyens of R. H. Macy & 
‘Co., New York, won first prize in this 
latter division for her expansive foot 
forum program. Her promotion in- 
cluded talks by members of leading 
women’s organizations, radio programs, 
motion pictures, distribution of 30,000 
shoe catalogs and announcement cards, 
a special telephone campaign, and ex- 
. tensive publicity in newspapers, in store 
‘posters, in handbills, and on restaurant 
‘menus. 


Second prize in this division went to 
Dr. G. B. Vosburg who has a Foot 
Health Shop in Austin, Tex., for his 
special campaign in contacting profes- 
sional people who come in contact with 
people needing this type of shoe. This 
included physicians, physical training 
teachers and coaches, dancing teachers, 
other shoe men, and chiropractors and 
osteopaths. 


Outstanding Program for 
Northwest Show 
[CONTINUED FROM PAGE 41] 


January 7. An early morning break- 
fast on Monday, January 8, to be at- 
tended by officers of both the North- 
western Shoe Travelers and Shoe 
Retailers Associations, has been an- 
nounced. 

Exhibits as of the middle of No- 
vember were well up to those of any 
former year. Those desiring to arrange 
for rooms for display purposes should 
write to Harry E. Turgeon, assistant 
manager of Hotel Radisson, Minne- 
apolis. 

The convention exhibit fee remains 
at $10.00 and is payable direct to the 
retail association on or before the open- 
ing day of the 1940 meeting. 

E. C. L’Esperance, Grand Forks, 
N. D.; president, has made two trips to 
Minneapolis recently to discuss conven- 
tion plans with the local committee. 


Employees Have Annual Dance 


Union City, TENN.—Employees of 
the local branch of Brown Shoe Co. 
held their annual Thanksgiving dinner 
dance at their club rooms on November 
29, with dancing from 9 to 1 p. m. 
Employees were permitted to invite 
guests. 


Resort Openings in New York 


New York—At a recent showing to 
the fashion press, Germaine Montei! 
presented a representative group from 
her large collection of resort clothes. 
These included dance dresses for tropi 
cal climates, yachting clothes, travel 
costumes and jersey costumes for plane 
travel, and warm weather dresses with 
coats heavy enough for the coolest eve- 
nings. 

Among these were featured simply 
tailored toast-colored woolens and eve- 
ning dresses in chiffon combined with 
velvet and satin. The Germaine Montei! 
favorite, the corsetiere silhouette, is 
seen in new interpretations with dia 
mond-shaped girdles. A new silhouette, 
carried out in beth daytime and evening 
dresses, is the panel-front silhouette 
which gives a slenderizing line and 
beautiful fit at the waistline. Starch- 
ed linen collars and cuffs on woolen 
dresses, hand-smocking and decorative 
buttons, are characteristic of the col- 
lection. 

Featured (cosmetic) colors in clothes 
are Burma Ruby (red), Star Sapphire 
(grayed blue) and Champagne Dia- 
mond (deep creamy ivory) as well as 
Claret, Moonstone, Absinthe, New Mon 
teil Gray and Tricolor. Red, white and 
blue, the tri-color of the American and 
French flags, were featured in daytime, 
evening and lounging pajama fashions 
as the grand finale of the show. 

At the recent opening of her new 
collection of resort and town tweeds, 
Helen Cookman celebrated the tenth 
birthday of “Screening,” her all-Amer- 
ican fabric. It appears in many of her 
new models, in everything from house 
coats to tailored and evening wraps, 
hunting and dinner suits. Beautiful! 
soft materials, unusual colors, easy, 
smart lines and fine detailing, as usual, 
characterize the Cookman collection. 

The new coat silhouette gives an 
easy natural fitting waistline, modified 
shoulder padding and longer, less flared 
skirts. Newest idea in coats is the 
cape sleeve coat. Interest in capes is 
also seen in the trolley straps in jackets 
end coats, designed to be worn as capes 
as well as coats. Resort coats have been 
made to do twenty-four hour duty, as 
evening wraps, dinner robes and house 
coats. Soft-colored suit dresses with 
or without blouses, sometimes worn 
with dinner-length skirts are also fea- 
tured in this collection. Blouses shown 
are nearly all woolen for early wear. 

Many mixtures, some very smart 
checks and a few stripes are outstand- 
ing in the collection. “Technical White” 
—a very light oatmeal mixture —a 
dusty pink, called “Pussyfoot” and 
“Cucumber” are among the featured 
colors. Navy has been used in several 
town coats. Gold with navy and green 
is a good accessory color. Accessories 
include gay colors in wooden “Arith- 
metic” beads, cigarette belts in Cook- 
man “Screening” fabric and the new 
Cookman chatelaine bags in brown 
kidskin. 
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Final Committees Named 
For Michigan Show 


Detroit, Mich. — At a meeting on 
Nov. 24, final committees were ap- 
pointed from the Michigan Shoe Travel- 
ers Club to work on the Annual Shoe 
Fair to be held in conjunction with the 
Michigan Retail Shoe Dealers, at the 
Hotel Statler, Detroit, January 7-9, 
1940. 


Committees representing the club are- 


as follows: 

Executive Committee: Herman Meyer. 

Entertainment: Clarence Armbruster, 
chairman; E. W. Jensen, Dave Brown, 
Al Cattell and C. Choden. 

Program and Publicity: Herman 
Schwartz, chairman; Sam Kane, Moe 
Cantor, E. C. Armstrong and David 
Saskin. 

Reception Committee: Charles Har- 
ris, chairman; Sam Rosenthal, Lou S. 
Hall, I. Warshawsky, J. A. Mogle, F. J. 
McClosky and Frank Heutter. 

Style Show: Harold Broadwell, chair- 
man; S. Weiss and Harvey Elbinger. 

Plans under way and the active in- 
terest being shown in this event, in- 
dicate it will be the biggest show in the 
history of these associations. At the 
present time reservations are more 
than double that of last year and there 
are very few now available, with the 
entire 11th, 12th, 18th and 14th floors 
already reserved. 

The last meeting of the club for the 
year will be on Friday December 15, 
at 8.30 p. m. at the Hotel Statler. This 
will also be the last meeting before the 
show. Entertainment and refreshments 
will be served. 


65 Years in Shoe Trade 


MeEpINA, OnI0—Chris Griesinger is 
this town’s oldest business man in con- 
tinuous service, having left school in 
1874 to enter his father’s shoe shop in 
order to learn the trade. 

The Griesinger Shoe Store is the old- 
est, not only in Medina, but in the state 
of Ohio, having been opened 80 years 
ago this month. 

Mr. Griesinger always is on the job 
in his store, making it a point always 
to have the store open by six or seven 
o’clock in the morning at the latest. 
Outside of his shoe business, his hobby 
is gardening and raising apples. 

Mr. Griesinger has two sons and a 
daughter, one son, Charles, being as- 
sociated with him in his shoe business. 


Still a Job for Hand 


New York—In this era of progress 
where the greater majority of produc- 
tions are swinging to mass production, 
the making of dancing slippers is one 
industry that sti!l remains a hand job. 

This is interesting from the stand- 
point that because of the exactions to 
be met by this type of shoes, their 
manufacture will probably remain one 
of the few industries that will continue 
to be made by hand in years to come. 


Sales of Independent Shoe Stores 


October, 1939 
Department of Commerce, Bureau of the Census Current Statistical Service 


Dollar Sales Reported, 


Percentage 


Number 
of 
Firms 
rt- 
States by Regions 


Change 
Oct., 1939, from 


Sept., 
1939 
$3,378,029 


Oct., 
1939 


$3,028,457 


Oct., 
1938 


$3,258,681 


Sept., 
1939 


—10.3 





303,657 
52,966 
26,911 


253,505 290,175 


50,784 


—12.6 
— 88 
-~— 8.0 
—13.2 





—13.1 


—18.1 522,043 585,782 





828,545 
117,679 
49,246 
73,608 
476,471 
112,546 


756,090 
109,425 
47,555 
62,449 
429,718 
106,943 


—12.3 
— 88 
— 45 
—21.4 
—12.8 
—11.0 


726,695 
107,294 
47,016 
57,822 
414,422 
100,141 
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223,208 
103,343 


197,504 212,492 


87,089 


—11.5 
—15.7 
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— 63 
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North Carolina 
South Carolina 
Virginia 

West Virginia 





East South Central 
Alabama 
Kentucky 
Mississippi 





West South Central 
‘Arkansas 
Louisiana 
Oklahoma 


126.546 150,466 





186,078 219,397 





807.695 
550.021 

63.277 
194,397 





City of Chicago 

City of Los Angeles 

City of Portland 

City of St. Louis 

City of San Francisco .... 
City of Seattle 


157.7382 
99.573 


157,999 
73.139 


156,695 
78.492 





*Insufficient data. 





Pickerell Represents 


Three Firms 


Cuicaco, Itu.—Keith Pickerell, mem- 
ber of the Chicago Shoe Traveler’s As- 
sociation, is now representing three 
Pennsylvania shoe firms—Bedford Shoe 
Co., of Carlisle, Landis Shoe Co., of 
Palmyra, and Johnson-Baille Shoe Co., 
of Millersburg. He is traveling Mary- 
land and the south. Mr. Pickerell was 
formerly with the Curtis-Stephens- 
Embry Shoe Corp. P 


30th Consecutive Quarterly 
Dividend by Compo 


Boston, Mass.—The Board of Direc- 
tors of Compo Shoe Machinery Corpo- 
ration have declared the 30th consecu- 
tive quarterly dividend of 25c. per share 
on the company’s common capital stock, 
and 62%c. on the $2.50 convertible 
cumulative preferred stock. Dividends 
are payable on December 15, 1939, to 
stockholders of record at the close of 
business December 7, 1939. 
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Philadelphia Shoe Sales Gain in November 
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Even Some Stores That Fell Behind in October Picked Up 
the Loss and Showed Increase Over Quarter 


PHILADELPHIA, Pa. — Footwear sold 
actively in Philadelphia shoe stores and 
specialty shops in November. Sales 
were generally reported as showing 
gains over the same month last year. 
Even stores that fell behind in October 
did enough business in November to 
pick up this loss, so that majority of 
stores had an increase for their three- 
months period of September, October 
and November. Some retailers reported 
that while pairage units had not in- 
creased materially, dollar volume was 
ahead of last year because more better 
priced shoes had been sold. Some of 
these stores found this interest in bet- 
ter merchandise had also been felt in 
the accessory end; accessory lines have 
been stocked in higher brackets this 
year than last with dollar volume in 
holiday trade expected to benefit from 
this. 

While black suede shoes continued 
the biggest factor in sales as is usual 
for this period, one of the highlights 
of the season has been the unprece- 
dented movement in reptiles. Many 
stores reported genuine alligator, in 
both black and brown, sold more easily 
and freely than it has in years. One 
store reported walled lasts as the out- 
standing factor in this alligator busi- 
ness. Another store found the interest- 
ing angle to their alligator shoe business 
this year in the fact that a decided pre- 
ference had been shown for open-toe 
models so that they could be worn with 
less casual clothes than is usual. Toe- 
openings were small, of the peep-hole 
variety, but in this store far outsold 
closed - toe types. In departments re- 
tailing between $5 and $10 price lines, 
alligator grained calf shoes were also 
big sellers. 

Sales of evening shoes have been 
slow to open up this season. Stores re- 
tailing around $5 reported a pick-up in 
evening shoe interest toward the end of 
the month and expect steadily increas- 
ing volume during December. Retailers 
operating in price lines over $5, and 
particularly those specializing in shoes 
$10 and up, are not so optimistic. They 
find a trend, apparently gaining 
strength each year, toward curtailment 
ef evening shoe volume in the higher 
brackets. Customers, even those who 
regularly buy expensive sport, street 
and dress shoes, tend more and more 
to go into lower price ranges for eve- 
ning footwear. 

One reason given for this is the 
wider range available and the compara- 
tively few times an evening shoe is 
worn. By buying cheaper evening shoes, 
women can get a greater variety, more 
diversified pairs to wear with different 
changes in gowns, and do not feel they 
have to keep them in their wardrobe 
so long. Only one store retailing in 
the top shoe price bracket reported feel- 


ing no evidence of this trend; they 
found evening shoes selling well with 
no lessening in volume over other years. 

The curtailment of European and 
perhaps all see travel, including cruises, 
is being variously anticipated for its 
effect upon mid-season sales of shoes 
for winter vacationists. Stores who 
cater to this trade will promote resort 
shoes to some extent in December, more 
heavily in January and February, and 
will play down the cruise angle. While 
some retailers look to the forced change 
in travel schedules to increase this type 
of shoe business, others take an op- 
posite viewpoint. More people will cer- 
tainly be flocking South this year, 
including those who usually travel else- 
where at this time of year, and some 
stores see in this chances to increase 
the sales of shoes for Southern wear. 
One store also mentioned anticipting 
increases in ski shoes and the soft 
lounging types of footwear popular for 
use after a day of skiing, since they 
believe skiing in this country will in- 
crease because of less travel out of the 
country. 

Those shoemen taking a more gloomy 
view of the changes, however, point out 
that Southern resorts abound in shoe 
stores specializing in merchandise per- 
tinent to the locale, and that “cruisers” 
pack up a shoe wardrobe before they 
sail, “resorters” are apt to buy a mini- 
mum in their home towns and fill in 
when they get down there and see 
what’s popular for the season. Mem- 
bers of group stores who have branches 
in these Southern resorts also look to 
less, or at least no more business than 
in other years, despite the expected in- 
crease of Southern travel, believing 
their branches in the sun spots will get 
a lot of this business. Whichever way 
it turns out, stores here expect to show 
classic and sports shoes in white, white 
and blue and white and brown combina- 
tions, and multicolored shoes, in pro- 
moting for this trade. 


“Youthful Enthusiasm Major 
Need of American Industry” 
[CONTINUED FROM PAGE 41] 


pean war, Mr. Bush said, but increased 
costs of materials and increase in mini- 
mum wages would lead to an upward 
trend of retail prices, he added. 

One hundred and fifty salesmen from 
all parts of the country attended the 
two-day convention, headquarters of 
which were at the Statler Hotel. Many 
new and interesting features were pre- 
sented by the sales, advertising, and 
merchandising departments. The en- 
thusiasm of the men for their new sales 
program was unbounded. 

R. B. Brown, general sales manager 
of the women’s division, presided. Na- 


tional advertising programs on both 
Air-Step and Buster Brown shoes were 
presented at the same time the new 
sample lines were introduced. Both 
were received enthusiastically. 


Patents and Gabardines Lead 
Sales at Chicago Showing 


Cuicaco—Late Winter and Spring 
shoes with orders concentrated on 
patents and gabardines dominated sales 
at the regular Monthly Shoe Buyers’ 
day held by the Chicago Shoe Travelers 
Association at the Morrison Hotel No- 
vember 27 and 28. Norman N. Souther 
president of the association reported, 
that although retail sales in this area 
have been somewhat slowed up by un- 
seasonably warm weather and shelves 
are still well stocked, sales volume for 
the show was as good as a year ago at 
this time. 

Black and blue gabardines moved 
briskly as did patents in combination 
with elasticized materials. Black and 
blue kid moved well in arch type shoes 
and black and blue calf in oxfords and 
step-ins. Pumps and sandal types were 
especially active and the majority of 
high style shoes ordered had open toes. 
There were no tans, japonicas or other 
similar colors shown and at this date 
no other colors were sold. There were 
some orders for imitation alligator for 
at once delivery and a number of re- 
tailers have begun to cover themselves 
on whites. 

Due to the proximity of the Nationa! 
Shoe Fair there will be no show in De- 
cember. The next will be January 22 
and 23. 


Thompson to Represent 
Slipper Line in West 


St. Louis, Mo. — L. F. Thompson, 
formerly sales representative of the 
Winston Slipper Co., Darby, Pa., in the 
entire western territory, has recently 
joined the selling staff of the Comfort 
Slipper Company, Fitchburg, Mass., 
and will represent that company in his 
former territory. 

Prior to entering the selling field 
with the Winston Slipper Co. five years 
ago, Mr. Thompson was buyer for 
several large mail order and chain 
store organizations and this previous 
buying experience has well qualified 
him for his new work in selling to the 
volume trade. 

Mr. Thompson will be at the Na- 
tional Shoe Fair in Chicago in January 
where he will greet his customers who 
will attend the fair. 


Leases Factory Space 
In St. Louis 


St. Louis, Mo.—The Barry Shoe Co. 
has leased the entire third floor of the 
building at 1624 Delmar Avenue, here. 
The concern will occupy the space in 
the manufacture of women’s shoes. 

The company has been operating a 
factory at Centralia, Illinois. 
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Men's Sport Shoes 


oe 


Complete Sport Lines 


Men's and Boys’—Raw-Cord and Heavy Crepe Soles— 
Moccasin Toes — Top Grade 
Eik—Lea. Insoles. 


$2.00 
and up. 
IN STOCK 
Send for 
Catalog. ne te00 


THE ARNOFF SHOE CO. 


101 Duane S#. New York 
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Moccasins 
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TIL fMRI 
TRAIL MAKER MOCCASINS 
for MEN, WOMEN and CHILDREN 
Best known 
line in Amer- 
ica. Carried 
from Coast to 
Coast by lead- 
ing merchants. 


Se. : 
18 STYLES 
IN-STOCK 
All popular colors 
and combinations 
SEND 
FOR CATALOG 


SACO-MOC SHOE CORP. "o8TL ano 
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Lounge Footwear 


sor oe 





Send for Catalog 
ZIP, 


STROL-MOCS 
Men's leisure type 


6375—Lea. 
sole ... $1.35 
Leather insoles 
and outsoles 
MOCCASINS 
Men's and 
and Yeuthe 
$1.15 
e125 and up. 


THE ARNOFF SHOE CO. 


101 Duane St. New York City 
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NEW... 


Frank Baker to Join Joyce 
New York Office 


PASADENA, CALIF.—F rank Baker, for 
the past eight years buyer and man- 
ager of women’s shoes at the Broad- 
way-Hollywood Store, has_ recently 
joined the sales organization of Joyce, 


FRANK BAKER 


Inc. After an intensive training course 
at the factory here, Mr. Baker will join 
the New York office of the company 
where he will work as eastern contact 
man and act as purchasing agent for 
the company in this territory. Besides 
this, Mr. Baker will work with Miss 
Mary Thacker, promotion manager of 
Joyce, Inc., in connection with the com- 
pany’s magazine, newspaper, display 
end publicity work. 

This appointment of Mr. Baker will 
allow Charles Beall ,of the New York 
office, to spend more time in this terri- 
tory. 

Following his work at the factory in 
Pasadena, Mr. Baker will go on to the 
National Shoe Fair before going to the 
New York office. 


Iowa Travelers to Elect 


1940 Officers 


Des MoINnes, Iowa—The Iowa Na- 
tional Shoe Travelers Association will 
hold a special meeting at the Hotel 
Fort Des Moines, here, on Saturday, 
December 16, at 1 p. m., to elect of- 
ficers for the coming year and appoint 
delegates who will attend the National 
Shoe Fair in Chicago in January. 

The association has definitely decided 
to hold their annual convention in Des 
Moines at the Hotel Fort Des Moines, 
on Sunday and Monday, June 9 and 10, 
1940. The exhibit fee will be $5 and 
the show will follow approximately the 
same program as in previous years ex- 
cept that the free banquet will be 
eliminated. 

O. R. Connolly, assistant manager of 














IDEAL FOR CHRISTMAS 
SELLING « «= 


Here is a new line of dainty slip- 
pers, of quilted velvet or finest felt, 
in a variety of colors, which retail 
from $1.00 to $1.75. They have the 
Intermediate sole, and are made in 
3-8 sizes and carried In-Stock. With 
many baby shoes purchased for 

fts, we predict a strong demand 
or these new slippers during the 
coming gift season. Shown is No. 
1239 in Pink, Blue, Red, Royal Blue 
and Tan Quilted Velvet with shirred 
ribbon on vamp, fur quarter and 
ornament. Order amply—and early. 


MRS. DAY'S 
IDEAL BABY SHOE CoO. 
DANVERS, MASS. 








the Hotel Fort Des Moines, is in charge 
of reservations and a special rate for 
sample and sleeping rooms is being 
given to members of the National Shoe 
Travelers Association. 

A matter to be discussed at the meet- 
ing on December 16 will be the proposed 
affiliation of the Iowa association with 
the Nebraska group. 


Herman Schueler 
Joins Freeman 


PITTSBURGH, Pa.—Herman Schueler, 
well known to the trade in western 
Pennsylvania, has recently joined the 
sales staff of the Freeman Shoe Corp., 
Beloit, Wis., and is representing that 
company’s branch which make the 
“Dixon Line,” a popular-priced line 
of men’s dress shoes. 

Mr. Schueler is covering western 
Pennsylvania, New York States and 
West Virginia with his new line, travel- 
ing from his headquarters at the Wil- 
liam Penn hotel, Pittsburgh. 


Opens Third Store in Chicago 


Cuicaco, Itt.—C. B. Hedstrom has 
recently opened his third shoe store in 
the new Jefferson block building at 
Milwaukee and Lawrence. The shop 
specializes in high grade arch type 
shoes. Other stores are located at 854 
W. Belmont and 5202 N. Clark Street. 
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Courtesy of JOHNSON, STEPHENS and 
SHINKLE SHOE COMPANY 
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plik FP 


Twelve of these high-speed, 


motor-driven machines attach 
the soles by means of a lock- 
stitch seam. 

Shoes made by this method 


have a well-earned reputa- 


tion for flexibility and com- (AC SOLE STITCHING 


fort. They keep their shape 
and their popularity is found- MACHINE — MODEL C 


ed upon a background of 


sound shoemaking principles. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Riding Shoes 
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LADIES’ 
Jodhpur Boots 


& St 
All Styles. 





$1.55 up 
Send for 
ne 't30 Catalog. 


THE ARNOFF SHOE CO 
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Outdoor Footwear 
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RIDING BOOTS 
Men's, Women's and 
Boys’ 
$4.00 and up 
FIELD BOOTS Send 
Men's, Women's and for 
Boys’ 
$2.50 and up Catalog 


COWBOY BOOTS 


Men's, Women’s and 
Boys’ 


$3.95 and up 
ALL 
IN STOCK 
IMMEDIATE 
DELIVERY 


THE ARNOFF SHOE CO. 











101 Duane St. New York City 
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Nurses’ Shoes | 
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NEW OSCO 
SUPER PLIABLE 
Process 
No. 6144 Black 
Glove Kid. 

No. 6145 White 

Glove Kid 
AA-EE $1.55 


OWENS SHOE CO. | 
28 Goodhue $t., 
Salem, Mass. 




















Shoe Production Increases 









































WASHINGTON, D. C.—Total produc- 
tion of footwear, other than rubber, in 
factories reporting for October, indi- 
cates an increase of 1.5 per cent over 
September, 1939, and of 5.5 per cent 
over October last year, according to 
figures released by the Bureau of the 
Census, Department of Commerce. 

In the 10-month period this year, 
January to October, inclusive, a gain 
of 8.4 per cent or 27,767,079 pairs was 
shown over the same period last year. 

In October, 1939, a total of 36,924,- 
407 pairs of boots, shoes and slippers 
were produced. Of this total, men’s 
dress shoes accounted for 6,921,917 
pairs, a gain of 569,410 pairs over Sep- 
tember; men’s work shoes, 2,588,119 
pairs, a gain of 368,516 pairs; women’s 
shoes, 12,183,567 pairs, a decrease of 
1,752,694 pairs; youths’ and boys’, 
1,473,560 pairs; a decrease of 28,837 
pairs; misses’ and children’s, 3,783,215 
pairs, a gain of 102,008 pairs; infants’, 
2,157,975 pairs, a gain of 190,902 pairs. 





U. S. Rubber Co. to Move 
To Rockefeller Center 


New York—Rockefeller Center’s last 
building will bear the name of the 
United States Rubber Company, it was 
announced in a joint statement this 
week by F. B. Davis, Jr., chairman of 
the board and president of that com- 
pany, and by Rockefeller Center, Inc. 
The announcement followed several 
months of negotiation. 

Naming of the last unit in the world 
famous and mammoth “city within a 
city” after one of the largest industrial 
organizations in the United States was 
described by Rockefeller Center officials 
as “a fitting climax to the vast opera- 
tion that began here in 1931 with a 
breath-taking idea.” 

Mr. Davis, in the statement, described 
the naming of the building as “a sym- 
bol of achievement and accomplishment 
of goals for which all in our company 
have labored mightily, and with success, 
curing the past eleven years of a period 
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From dud and pro, Gone Ski Boots get a 
hearty welcome. And for good reason! 
Made of the finest leathers, sturdy con- 
moon reverse welt process, steel shank 
su and style to boot, Bass Boots give 
skiers ~y* best of skiing. Models for men 
and women start at $6.00 retail. Cash in 


on “ski-fever" and stay out in front on 
our boot sales by stock Bass now. Get a 
ine on the Bass line of Outdoor Footwear 


with a postcard to G. H. Bass & Co., Dept. 
BS-28, Wilton, Maine, for complete catalog. 


Bass! Bocl 


MADE BY G. H. BASS & CO. 














economic 


of perhaps unprecedented 
difficulties.” 

The 20-story building, situated at 48th 
Street and Sixth Avenue, is to be known 
as The United States Rubber Company 
Building, and the eleven upper floors 
of the building will be occupied by the 
principal executive and management 
offices of the company. The offices will 
occupy 60 per cent of the total floor 
space of the building. 

The new building is expected to be 
completed March 1, next. The company 
plans to move and vacate its present 
United States Rubber Company Build- 
ing—also 20 stories in height—1790 
Broadway, at 58th Street, during that 
month. 


Good Trade in Bowling 
Shoes for Women 


INDIANAPOLIS, IND. — Marott’s Shoe 
Store report an excellent trade on 
bowling shoes for women. According 
to Virgil Gebaur, in charge of the 
bowling shoe section, only one quality 
of this shoe has been sold since the 
inception of the department and that 


‘has been intensively specialized. 


“For some years we have been mar- 
keting this one quality, made up espe 
cially, and the intensive concentration 
on quality has resulted in a shoe no 
one else has been able to match at our 
price,” Mr. Gebaur said. 
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M.A.S.R.A. sow : PHILADELPHIA : JANUARY 21.22.23 


WILL BE A REALLY WELL BALANCED CONVENTION REPRESENTING THE VARI- 
OUS BRANCHES OF MANUFACTURING, DISTRIBUTING AND RETAILING OF SHOES 


OFFERS TO EXHIBITORS ——-— 


The greatest prospect territory of any regional association with the largest distribution of shoes. 
The active cooperation of an association with a record of more than twenty-five years of 
successful operation. 
A cooperator’s fee that is reasonable and low, and a service that is experienced and competent. 


Write for display space and general information. 


MIDDLE ATLANTIC SHOE RETAILERS ASSOCIATION 





PENNSYLVANIA, NEW JERSEY, DELAWARE, MARYLAND, VIRGINIA, DISTRICT OF COLUMBIA 


30th FLOOR—12 S. 12th STREET, PHILADELPHIA, PA. 


PHONE, LOMbard 5600 








The Editor’s Outlook 


[CONTINUED FROM PAGE 24] 


but rather to make a plea for a little clean sports- 
manship in business. No man is so dumb but what 
he realizes that with poor business general everywhere 
the last eight or ten weeks it’s tough to operate a 
business without customers. To have on top of all this 
all these irritations is just too much for a merchant 
to stand. 

There have been abuses on the other side—clerks 
working 60 to 84 hours a week, a seven-day week, the 
fining system, the long lay-offs (sometimes for months) 
and sometimes a miserable pay envelope with it all. 
But these things are clearing. The Hour and Wage 
Law has helped industrial workers and, by example— 
store workers. A living wage has come into retailing 
and most merchants are on the side of the clerk to 
the extent of hoping that he will get bigger books and 
make more sales, thereby making more money for 
himself . . . sweetening of P. M.’s is universal. 

There is no reason in the world why a group of 
people, working in a store, cannot be a happy 


family, having a respect one for another and hav- 
ing an appreciation of the fact that unless the 
business is in the black, it won't long be a 


business. 
There has been so much said in print and con- 


versation on the rights of labor that a word should 
be said for the rights of the employer and the 
management. The silent martyr in business today 
is the man who has to worry over payroll. 


Ads for Formal Season 
[CONTINUED FROM PAGE 21] 


do sleight-of-hand with accessories,” suggesting the 
possibilities of using a white dress with different col- 
ored sets of accessories. 

Rich’s (Atlanta) do a good job for their sale of 
evening slippers. Copy creates a feeling of smartness. 
“Music, lights, action. And the moon shines on the 
most glamorous shoes ever designed for dancing feet.” 
They list the various types of shoes, the materials, and 
the sizes in which they are available. Customer knows 
what to expect when she comes to the store. 
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Outdoor Footwear 





HI-CUTS AND 
HUNTING BOOTS 
Genuine Goodyear 
Welt Construction 


IN STOCK 
Style No. 2812, 12", 


$ Ne. 2816, 16", 
— $3.60 


Style Ne. 2916. Men's 16” 
height, Eskimo Calf, oil 
treated Elk upper stock, 
true moccasin toe, double 


wa 5 

Susset, leather laces, hand- 
sewed Barbour storm welt- 
ing. leather outside 


coun - 
terpocket, stitched heel 
seat 





iy 
Sond Yor "Sata 
THE ARNOFF SHOE CO. 
101 Duane St. New York City 
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Women's Shoes 


The patented Throat Opera 
IN-STOCK - ALL LEATHERS 





no slipping © 
mo geping 
Made on no “biling” w 
special pump lasts. 
Widths AAAA-C. 
Sizes 1-10. 


. 
$2.35 * 
Send for In Stock Folder. - 


. J. SAKS SHOE CORP. ; 


Duane St. New York City 5 
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Basketball Shoes 


. ~~ 


BASKETBALL SHOES 


Men's All Leather and can- 
vas professional Basket- 
ball shoes, molded rubber 
soles. 6 different styles 
carried in stock. All black, 
black with white trim and 


all white. 
$1.60 


and up 


Sendfor 
catalog. 


peau | 
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THE ARNOFF SHOE CO. 














101 Duane St. New York City 
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Obituaries 


William T. Livingston 

Detroit, Micu.—The death of Wil- 
liam T. Livingston, president of R. H. 
Fyfe & Company, occurred Monday 


evening, November 27, at his residence 
at 526 Lakeland Avenue, Grosse Pointe. 


WILLIAM T. LIVINGSTON 


Mr. Livingston, who was 81 years 
old, had been ill for three weeks. He 
had been with the Fyfe Co. for 66 
years. 

He was the last of four men who 
were associated for more than fifty 
years in the management of this com- 
pany. Starting from the humble posi- 
tion of parcel boy earning $2.50 a week, 
which was raised to $3 per week for 
trimming the boss’s lawn, he progressed 
through the position of salesman, man- 
ager, buyer and vice-president to the 
position of president of the company 
which he took over in 1931 following 
the death of the late Richard H. Fyfe 
in that year. 

He was born in Detroit in 1858 and 
left school at the age of 13 when he 
was given a job by Mr. Fyfe who then 
operated a 30-man factory on lower 
Woodward Avenue where custom-made 
shoes were made for the gentlemen of 
old Detroit. 

He was at one time salesman for the 
company in the Northern part of the 
state and once remarked that he was 
the first salesman to wear a silk top 
hat in the Lake Superior territory. 

Stamp collecting was one of his hob- 
bies and he was past president of the 
Detroit Philatelic Society. He was 
recognized by philatelists as an author- 
ity on stamps. 

He was prominent in the Masonic 
Order, being a thirty-second degree 
Mason and was first eminent command- 
er of Damascus Commandery, Knights 
Templar, and a life member of Detroit 
Golf Club. 


FORMAL FAVORITES 


B1060 Meshwork of brilliant multi colors 
combined with Gold — Genuine 
Gold Kid Heel and Strap. 
Satin Sock Lining 


B1062 As above combined with Silver— 
Genuine Silver Kid Heel and 
Strap. Silver Satin Sock Lining. $2.46 

21/8 Louis Heel 
AA & B Widths 
Note: The multi colors include Orange 


Red and Blue combined with 
Gold and Siler. 





Inspect our complete line on display at 
the National Shoe Fair, Stevens Hotel, 
Chicago, Ill. Room 1051A and 1052A, 
January 2, 3, 4 and 5, 1940. 














WRITE TODAY FOR OUR CATALOG 


'» FANNAHSONG 
| 


HAVERHILL, MASS. 





Funeral services were held Friday 
afternoon, December 1, attended by 
more than 200 employees of the com- 
pany, and relatives and many of his 
friends. Services at the cemetery were 
conducted by the Masonic Order, with 
burial in Elmwood Cemetery. The pall- 
bearers were executives and associates 
in the R. H. Fyfe Company: A. J. Beck- 
ler, Steven J. Jay, William H. Adams, 
Frank E. Whitelam, George J. Frayne, 
John C. Dreves, Victor A. Stretcke and 
Ray. L. Novack. There were forty 
honorary pallbearers from among the 
leaders in the industrial, merchandise, 
financial and professional fields, among 
whom where Henry Ford, Edgar Guest 
and Oscar Webber. 

He is survived by his widow, a son, 
W. Gilbert Livingston, of Bronxville, 
N. Y.; three grandchildren, and a sister, 
Mrs. James Carnegie, of Detroit. 


Joseph S. Williams 


JACKSON, Miss.—Joseph S. Williams, 
53, well known shoe salesman in the 
Mid-South, died on Nov. 24 at his home 
here after a brief illness. He was asso- 
ciated with the Moulton-Bartley Shoe 
Company of St. Louis, Mo., and had 
represented that firm in Alabama, 
Mississippi, Louisiana, Arkansas and 
Tennessee for the past 11 years. 

Mr. Williams was a native of 
Columbus, Ga., and had resided here 
for the past three years. Besides his 
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LININGS 
give your shoes 
triple “buy appeal”’ 


Reletha’s authentic 
colors .. . beautiful, 
leather-like finish . . . 
and exceptional dura- 
bility make any shoe 
worth more. You can’t 
go wrong in specifying 
this quality substitute 
for your new Spring 
line. 


PROSPECT MILLS CORP. 
15 Chestnut St., Cambridge, Mass. 








wife, he leaves a daughter, Mrs. 
Toombs Howard, Columbus, Ga.; a son, 
McCoy Williams, Birmingham; a half 
brother, Bert Williams, Birmingham; 
a half sister, Mrs. Walter Ewing, Birm- 
ingham, and his step-mother, Mrs. 
Victoria Williams, also of Birmingham. 

Funeral services were held at the 
Wright & Ferguson chapel, here. 

Charles Jones, who, some years back, 
was connected with Moulton-Bartley, is 
covering Mr. Williams’ territory tempo- 
rarily. 


Charles W. Purcell 


ROCKLAND, Mass.—Charles W. Pur- 
cell, who until his retirement a number 
of years ago, owned and operated the 
Hub Shoe Stores in this city and in 
Abington, Mass., died at Scituate Har- 
bor recently and was buried here, fol- 
lowing services in the Unitarian 
Church. 

Mr. Purcell was a member of the 
John Cutler Lodge, A. F. & A. M. of 
Abington; Standish Lodge, I. O. O. F. 
of Rockland, and the Rockland Kiwanis 
Club and Chamber of Commerce. In 
addition he was a trustee of the Rock- 
land Savings Bank and of the Unitar- 
ian Church. 

He is survived by his widow, Mrs. 
Florence S. Purcell; a daughter, Mrs. 
Nelson Pool, and two brothers, Fred 
and John Purcell, all of this city. 


Edward F. Edwards 


Conway, ARK.—Edward F. Edwards, 
65, widely known shoe salesman in 
Arkansas and Louisiana, died from a 
heart attack at his home here recently. 
He had just returned from a trip into 
Louisiana and was preparing for a trip 
to Little Rock when stricken. He had 
represented the Nunn-Bush Shoe Co. 
of Milwaukee, Wis., in the two states 
for 24 years. Previously, he was a 
salesman for the former Charles F. 
Penzel Grocer Company of Little Rock. 

For the last four years, Mr. Edwards 
had been receiver for the old Faulkner 
County hospital at Conway and later 
chairman of the Board of Governors of 
the hospital after the city took over the 
ownership. He saw the hospital grow 
into one of the finest in Arkansas. He 
served as a member of the Board of 
Trustees of the Boys Industrial School 
at Pine Bluff during Governor Futrell’s 
administration. 

Mr. Edwards was a steward of the 
First Methodist Church of Conway for 
several years. He was a member of the 
United Commercial Travelers. 

He is survived by his wife, a brother, 
Sherrod Edwards of Colliersville, Tenn., 
and a sister, Mrs. Alice Ross of Mount 
Pleasant. Funeral services were held 
at the First Methodist Church in Con- 
way. 


Frank W. Hahn 


RocHEstTer, N. Y.—Frank W. Hahn 
died at his home at 265 Westminster 
Road, Rochester, November 25. 

Mr. Hahn was a son of Charles 
Hahn, a member of the firm of Hahn 
& Rampe Company, leather dealers and 
shoe findings, North Water Street, 
which formerly did an extensive busi- 
ness throughout Western New York. 

When the elder Hahn died, Frank W. 
Hahn and his brother, Charles, took 
over the business and continued it. 
Frank W. retired from that business a 
number of years ago and formed the 
Hahn Tire & Accessory Company, which 
maintained a store in St. Paul Street. 
He was widely known among shoe and 
leather men. 

Besides his widow he leaves two sons 
and three daughters. 


A. C. Brockmeier 


St. Louris, Mo. — A. C. Brockmeier, 
factory office manager of Moulton- 
Bartley, Inc., died of heart failure, at 
his home in Highland, Ill., November 
25. Mr. Brockmeier had been associated 
with Moulton-Bartley for the past ten 
years. 





Opens New Family Store 


DowNeERS GROVE, ILL.—Ben Buckman 
has recently opened a new family shoe 
store in this Chicago suburb, known 
as Peters Shoe Store. Mr. Buckman, 
who is an expert in fitting of shoes, 
also has a store in Waukegan, III. 





Bowling Shoes 
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PROFESSIONAL BOWLING SHOES 


Men's and Women’s, High Shoes and Oxfords, made 

in Black horse hide; Ladies’—Black leather with 

white trim, Ay and all smoked elk, combina- 
A 


— 12 NUMBERS 
CARRIED IN STOCK 


Price 
$1.65 
and up. 


Send for 
catalog. 


(Style £730) 


THE ARNOFF SHOE CO. 
101 Duane St. New York City 
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Winter Footwear 





SKI BOOTS 


Men's and Women's 
Designed by Swiss ski experts 
IN STOCK 


$2.40 up 


ICE SKATE 
OUTFITS 


Men's, Women's and 
Children’ 


Send for 
Catalog 
THE ARNOFF SHOE CO. 


101 Duane St. New York City 
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Suedes Still Lead 9 
Despite Cold Weather Ld 


BRooKLYN, N. Y. — Shoe shops and 
TO department ‘stores, here, report that | 7/7 @9(/@ @/ 7 [dU bs 
suede still holds the field in point of 
BUY sales. It is the opinion of buyers in 
leading department stores, however, 
that gabardine, especially in elasticized 
weave, is on the rise and by Spring 
will hold a popular place with patent 
leathers. 
“Alligator and calf are second to 
Soles and Heels suede,” according to Mr. Fanelli, buyer- 
“—s- | manager of Oppenheim Collins & Co. 
Abraham & Straus are doing a big job 
SQUARE CORD on step-ins with gores and are looking 
Soling Material is double for a demand for gabardines later this 
~ 2. Get a repeat business on children’s 


compressed, therefore stiffer month. ¢ 
lb ; : shoes. One sure way, retailers have 
beiter wearing resistance Crushed kid seems to be the thing at iicea ct became tendo: be 


More economical the moment in the shoe salon at : 4 
THE LITHOX corp. Martin’s, popular specialty shop on by coiling the Kiem line. Sclentié- 
WAPAKONETA, OHIO, U.S.A. Fr . - - cally fitting shoes, durably made, 

. . ulton Street. Suedes with reptile trim and priced just right for both 
are equally favored. mothers and merchants to accept 
eee eee ee The step-in is leading in sales at eagerly. When you’re thinking 
* shops and department stores. Oppen- about your repeat business, start 
Skating Shoes heim Collins & Co. consider oxfords sec- thinking about selling Elam’s Pre- 
ond in importance as sellers. Welts. 

Spat types were on display in a lead- 


BROOKS ing department store, but were not | [acy aa AM 1s 1@) - rate) 
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ICE SKATING stressed by the buyer as present lead- 
OUTFITS ers or probable leaders in the ap- 
proaching season. 

The Finest in America Black still holds first place, while 

Write for with at least half of the shops and de- 

Catalogue & Price List | partment stores, brown comes second 

BROOKSSHOEMFG.co. | im popularity. Shoes in the various 
Swansen & Ritner Sts. tones of wine follow closely after 

Philadelphia brown. 
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Slippers Modern Family Store Opened in West 


OF 6 OF 8 OT OO 


TURN SLIPPERS IN-STOCK 








WILBUR K. FOSTER, Haverhill, Mass. 














Work Shoes 





STEEL TOE 
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Hondorp Opens 
Grand Rapids Store 


GRANDS Rapips, MicH.—Gerrit Hon- - 

by Joseph Brinig. Featuring shoes and accessories for men, women and chil- 

dorp for Mae .yeare 6 salesman for dren, the new shop employs the latest in indirect lighting in its windows and 

the old Rindge, Kalmback, Logie Shoe inserior. The front is of metal in two shades of green and the windows are 

Co., has opened a retail shoe store at trimmed with chrome. Fitting chairs are of chrome, upholstered in a shade to 
1152 Chicago Dr. match the wall-to-wall carpeting. 


Butte, Mont.—This attractive modern family shoe store was recently opened here 
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Tanners’ Committee to Advise ~ 


Army-Navy Board 


New YorK—As part of their long 
range program designed to meet na- 
tional emergencies, the procurement 
divisions of the Army and Navy De- 
partments maintain the Army and Navy 
Munitions Board. The function of this 
body is to analyze national defense re- 
quirements and anticipate possible pro- 
curement difficulties. It is assisted in 
its work by a number of industrial ad- 
visory committees covering the entire 
range of industry in the United States. 

In accordance with the Munitions 
Board program, an advisory committee 
on hides, skins and leather has recently 
been recommended and accepted by the 
Board. This committee consists of 
Major Joseph W. Byron, W. D. Byron 
& Sons, chairman; Henry M. McAdoo, 
The United States Leather Company; 
Michael F. Flynn, John Flynn and 
Sons, and Merrill A. Watson, Tanners’ 
Council of America. 

Another committee representing chem- 
ical and extract manufacturers is re- 
sponsible for analyses of United States 
tanning material requirements. 


Capacity Production 


CARLISLE, PA.—F ull capacity produc- 
tion for the first time in several months 
has been announced by John Stangle, 
superintendent of the Carlisle Shoe Co., 
who said additional employees -are be- 
ing put to work. 

Peak employment will give work to 
700 persons. Three hundred additional 
employees will be put to work as soon 
as a new addition to the plant is com- 
pleted. 

The addition, a new building of 129 
feet by 89 feet, is expected to be com- 
pleted about January 15. It will per- 
mit two additional stories if further 
plant expansion is necessary. 


Corrections, Please 


In the item regarding the appoint- 
ment of Clarence Armbruster and Her- 
man Meyer as co-chairmen of the Mich- 
igan Shoe Travelers Association at the 
National Shoe Fair, it was stated that 
Mr. Armbruster was with Marks Shoe 
Company. He is with the Ainsworth 
Shoe Co., Toledo, Ohio, and Mr. Meyer 
is with Friedman-Shelby branch of the 
International Shoe Co., St. Louis. 

The Miller Mercantile Co., Salem, 
Ore., have leased their shoe department 
in their new Eugene store to Feidelson 
Bros., and not their Salem department 
as was recently erroneously reported. 

In the article “Displays in Motion,” 
on page 30 of the November 25 Boor 
AND SHOE RECORDER, it was stated that 
during the period of the display de- 
scribed in the article, 2800 pairs of 
rubbers were sold by Sibley, Lindsay & 
Curr Co., Rochester, N. Y. E. J. Auth, 
of the shoe department of Sibley, Lind- 
say & Curr Co., explains that this 
statement was erroneous to the extent 
that the sales were of Kedettes and not 
rubbers. 


‘Laycock Heads N. Y. 


Shoe Merchants’ Council 


New YorK—At a recent meeting of 
the Shoe Merchants’ Council, Inc., John 
R. Laycock, of Hanan & Son, was 
elected president. Vice-presidents of 
the organization are: Arthur A. Livers, 
Frank Brothers; Thomas J. Callahan, 
B. Altman & Co.; Thomas Sheridan, 
Nancy Haggerty, and Harold C. Kim- 
ball, Foot Form Shoe Stores. Murray 
M. Green of the T. S. Doyle Company, 
is secretary-treasurer. The executive 
committee consists of: John Slater, 
J. & J. Slater, chairman; Jesse Adler, 
Adler Shoe Stores; Max Deutsch, Max 
Deutsch Stores; Manuel Gerton, Saks- 


[53] 


Fifth Avenue; Murray M. Green; John 
R. Laycock; Arthur A. Livers; Mau- 
rice Miller, I. Miller & Sons; Joseph R. 
Minco, Arnold, Constable & Co.; F. 
Paul Reilly, Stern Brothers; Harry 
Rosenthal, Shoecraft; Samuel Staff, 
Julius Grossman Stores; Joseph Trae- 
ger and Herman Triebitz, Herman 
Triebitz, Inc. 

A new program for meetings has 
been adopted. Meetings will be purely 
social gatherings for luncheon four 
times a year, with no business discus- 
sions or speakers. The first of these 
sessions will be held December 14 in 
the private dining room of Keen’s Chop 
House. Members are invited to come 
and to bring friends. 





Jast Pablished —-NEW— Up-to-the-Minate ! 


YOUR INCOME TAX 





HOW TO KEEP IT DOWN 


1,.By knowing each and every deduc- 
tion to which you are justly entitled. 


2.By learning how to prepare your in- 
come tax return quickly and cor- 
rectly .. . thus avoiding future as- 
sessments, penalties and interest 
charges. 


We This Book Includes 





Check Lists 


of exemptions and deductions, 
to make sure you overlook nothing to 





which you are justly entitled. 





“Your Income Tax,” by J. K. 
Lasser, C.P.A., is new, completely 
up-to-date, covers every Federal 
income tax requirement and every 
change of the past two years. 
Written in simple, untechnical 
language, it is the quickest and 
most accurate help ever devised 
for income tax payers. 


This book will save a great deal 
of your time, enable you to keep 
your tax down, and avoid the 
trouble of later assessments. We 
offer it on this double guaran- 
tee: 1. Look through it. If you do 
not agree it will be of definite help 
—return it, your money will be 
refunded. 2. OR—after you have 
made out your return with this 
book’s help, if it has not actually 
saved you time and money, return 
it then, we will refund its full 
price to you. 

ACT NOW—This book is avail- 
able at all book and department 


stores ... or direct from the pub- 
lishers, Simon and Schuster, Inc. 


Dept. 42, 386 Fourth Ave., New York City. 


lt contains: 


178 Items Which You May Exclude From 
Your Gross Income. 

75 Different Taxes Deductible by an Indi- 
vidual. 

9 Types of Charitable Contributions Which 
Have Been Approved as Deductions. 

225 Deductions Which May Be Made If 
You Are Engaged in a Trade, Business 
or Profession. 

40 Changes in the Law During 1939 Af- 
fected by Statutes, Rulings and Decisions. 

15 Recommendations as to Security Trans- 
actions, 

122 Deductions Which May Be Made by 
Salaried Men and Women. 


incense 


with quick guide to 
Hl OO each and every line in 





your tax blank. 


tee eee ee eB eee ee ee ee eee eee ee 

SIMON AND SCHUSTER, Inc., Dept. 

42, 386 Fourth Avenue, New York, N. Y. 
Please send me immediatel copies 

of “Your Income Tax"’ at $1 per copy, 

for which I enclose my remittance. It 

is understood that if this book does not 

definitely save me both time and money, 

I may return it to you and you will 

refund my money in full at once. 

Name 

Address 

City State 

Note: If resident of N. ¥. City, add 2¢ Sales Tax 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 








Satisfactory references required. 





Experienced men of proven ability to represent a long established house selling 
complete lines of popular priced Men’s, Boys’ and Children’s shoes. 


Territories open: Virginia, West Virginia, Tennessee, Alabama, Oklahoma, Mis- 
souri, Iowa, Southern Illinois, California, Oregon, Washington and Colorado. 


BRILLIANT BROTHERS CO., 182 Lincoln St., Boston, Mass. 





In good condition. 
able. 


3117 Se. Logan Ave. 





USED X-RAY SHOE FITTING 
MACHINE FOR SALE 


Very reason- 


TRIPLE A X-RAY CO. 


Milwaukee, Wis. 


A Complete Line Of Supplies 








eg WANTED for an in-stock line 
Women’s P paren J Sport Oxfords and a 
ft. line of arch support shoes in Texas, Okla. 
homa, Louisiana, Georgia, Alabama, and Florida 
on commission basis. Only experienced men 
wanted. Address $502, care & Shoe 
ee 239 West 39th Street, New York, 





WANTED 


Only experienced salesmen for long line men's 
and boys’ popular-priced shoes in a. 
Maine, New Hampshire, North Caro- 
* south Carolina, Kentucky, Indiana, Il- 
linels, Oklahoma, Texas, Missouri, lowa, and 





Aeaen 8 BOOT & SHOE RECORDER 
1% ederal St., Boston, Mass. 











ALESMEN for Bldwest, and Coast Terri- 


tories for Brooklyn igh Grade Ladies’ 
Turns, to sell department . chain stores only. 
Up to minute patterns and lasts. Commission 
basis to start. Could carry non-conflicting 
line. Address £511, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





for year ‘round 
other shoe lines will be com 
mission only. Territories available—New land. 
Metropolitan and Upstate New Y' Ivania, 
ne West Virginia, North and South Caro- 
K jana, Mississippi, Missouri, In 
diana, Ohio, Illinois, Michi , low 












BOOT & SHOE RECORDER 
New York, N. Y. 








IDE line salesmen for Eastern wholesaler— 

sell stitchdowns, prewelts, Ladies’, Misses’, 
Children’s, Sports. Address %520, care Boot 
& Shoe g meseree, 239 West 39th ‘Street, New 
York, 





ALESMEN—Ohio, Detroit, general whole- 

salers, complete nay | Men’s, Ladies’, 5 
dren's, popular prices, A. Schwartz & Sons, S 
7 Cor. 4th and Arch Streets, Philadelphia, 
enna. 


GALESMAN wanted to handle line of ladies’ 
and men’s leather sole slippers and ladies’ 
leather sole sandals to retail from $1.00 to $2.00. 
paes a pow for man with a large following. 

answering state territory you cover. _ 





In 
Craft Slipper Corp., 88-35th St., Brooklyn, N 








POSITION WANTED 








EXPERIENCED SALESMAN 


12 years with one firm, desires connec- 
tion with reliable factory, manufac*ur- 
ing ry ay shoes to retail from $4.00 
and Central West 

py Fy of first class 
accounts, very good ies record and 
excellent references covering his abil- 
ity, character and inneeeey, = om 
grade representation guaranteed 


Address Geox No. 496, 
care BOOT AND SHOE RECORDER, 
208 S. State Street, Chicage, Iilincis. 








Location. Address 3514, 
ee 239 West 39th 
N. Y. 





GHOE Stock and Fixtures, Men’s, Women’s 
and Children’s Shoes, in one of best cities ir 
Michigan; everything in A-1 condition; Goo 


care Boot & Shox 


Street, New York, 





STABLISHED SHOE 
Street in thriving town 
50 miles from New York. 
petition; Good lease; low 


Street, New York, N. Y 


sell because of other interests. 
care Boot & Shoe Recorder, 


STORE on Mai: 
of 20,000 population 
No chain store com 


rental; desiring tc 


Address $515 
239 West 39t! 





Christi, Texas; with or 
dress $517, care Boot 


FoR. SALE: Ladies’ Shoe Store in Corpus 
stock. Ad 


without 


& Shoe Recorder, 239 
West 39th Street. New York, N. Y. 














OT SPECIALIST—experienced shoe sales- 
man, pleasing personality; good ~ ag 
desires office space in store in oy nge for 
sales work. Address $516, care Boot & Shoe 
ae le 239 West 39th Street, New York, 





Eys* & Salesman traveling by car through 
Florida, Georgia, and Alabama, interested 
in representing ies’, men’s and children’s 
Shoe Manufacturers; also beach Sandals and 
Slippers; residence Miami; Age 38; Unmar- 
ried. Address $518, care Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





BY= -MANAGER available January First. 
Many Years’ Experience in Women’s ‘alte 

to $8.50 shoes. Department Store and S 

Shop operation. Young, Alert, Ousted Ca, 
furnish excellent references. Address Box 

$521, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





HELP WANTED 


PROMINENT Mill weaving elastic fabrics 
has opening for salesman to sell shoe manu- 
facturers. Excellent opportunity for man with 
following. Write details. Address £519, care 
Boot Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








LINE WANTED 









shoe stores in Chicago and 


care Boot 
State St., 


Address %512, 


209 S. Chicago, 


HOROUGHLY experienced shoe salesmar 
with big following — department and 
u 


iburbs seeks fast 


selling Ladies’ Novelty ps - $2 and $3 


Shoe Recorder 
Tilinois. 





Manufacturers. 
15 years with first class 
following desires connection 


& Shoe Recorder, 209 S. 
Illinois. 





for Chicago territory. Address 


HOUSE Slipper, Beach Sandal and Play Shoe 
Shoe Salesman selling for 


references and bi 
with reliable factory 
$513, care Boot 
State St., Chicago 





Hale Manages New 





Denton Department 


NASHVILLE, TPBNN.—Denton’s Depart- 
ment Store is now open for business 
in the building formerly occupied by 
Lebecks. The “Shoe Salon,” a modern 
shoe department, is managed by Nelson 
A. Hale, formerly assistant manage: 


of the department at 


Lord’s Depart- 


ment Store, Evanston, Ill. The depart 
ment employs four people and offers 
shoes for men, women and children 
The shoe department is located on the 
street floor to the right of the elevators. 









address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed advertisements. Mini- 
mum charge, 75 cents. For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 46 words. 
Classified advertising is payable in advance. 
3 Advertisements for this page must be in our New York office on Friday of the week preceding publication. “W8 
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WANTED TO PURCHASE 


MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








WE BUY 
us Wholesale —_ - a 

randed Shoes 
Walk-Over, Florsheim, Enna-Jettick, wevital: 
ay Arch er, Queen ty, Boe 
tonians, Stetson, Cross, Nunn-Bush, Btc. 


IRVIN RUBIN 
“The H Jobs” 


couse of 
89 Reade se Cor. Ch 
Phone Barclay 7-788 New Yosk City 








SHOE STOCKS BOUGHT 
Complete or Part 
Wholesale or Retail 


BARIS SHOE COMPANY, ies 
79-81 READE STREET, NEW Y . ¥. 
Tolophene WORTH 2- eupene’ 








Buyers of Surplus Stocks 
We will buy or entire stocks of chess 
from manufaturers, or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5878 











v 





MERCHANTS’ NEEDS 








PROVIDE FOOT COMFORT 


with the original 
SHOE DOCTOR SHRINKERS 


Roller type devies 


FOOT COMFORT easily 
provided for hard-to-fit er 
abnormal feet. Our Shee 
Doctor Shrinkers when used 
with our specially pre 
pared fluids, give the 
proper fit to shoes whieb 
fit large around the top, 
slip at the heel, or gap at 
wEmuES the sides. Any fullness or 
$] 2.30 wrinkles in leather or fab- 
ric are easily shrunk witb- 
Curved type tren out harm. 
Special combination offer $25.00 (fluids In- 
cluded in above prices) f.o.b. Indianapolis, 
Indiana. 


Eastern Representative: Charles Henry Brews 
& Son, Marbridge Bidg., New York City. 


Send your order or write for detail informatios 


E. C. SMELTZER CO. 


121 &. Gist Street, Indianapolis, Iné. 








SELL MORE 
SHOES 


Use “Artmor"' 
Displayers 


aes = 


Write For Sample 
$2.00 per dozen $21.00 per gross 


CHARLES HENRY BROWN & SON, INC. 
47 W. 34th St., New York City 

















H. L. Moore Opens New Store 


DAVENPORT, Iowa — Herbert L. 
Moore, a shoe salesman of 14 years ex- 
perience and employed in a shoe store 
here, until he resigned recently, has 
opened a new shoe store in one of the 
shops of the new Rocket Theatre Build- 
ing at 1823 Third Avenue, Rock Island, 
Ill., the new store to be known as Kent 
Shoes, Ine. 

The interior of the new modern shop 
is finished in blue and gray with wine 
trimming on walls and a deep wine 
colored rug. The fixtures are of blonde 
maple and the customers chairs are 
upholstered in blue. 

Shoes for both men and women are 
carried. 

Mr. Moore, vice-president and gen- 
eral manager of the firm,is a graduate 
of the University of Kentucky. His as- 
sistant is Terrance M. O’Brien, a for- 
mer shoe salesman in a Davenport de- 
partment store. 


Several Changes in New 
Canadian Army Shoes 


MONTREAL, CANADA—Three Montreal 
firms are now working on 61,000 pairs 
of boots for Canada’s armed forces, 
under contracts awarded to them by the 
War Supply Board. While operations 
are being speeded as much as possible, 
it is understood that two to three weeks 
will elapse before initial deliveries can 
be made. 

The local firms are Corbeil, Limitee, 
435 St. Paul Street; Eagle Shoe Co., 
Ltd., 2083 Beaudry: Street, and Mac- 
Farlane, Lefaivre, Ltd., 1890 Papineau 
Avenue. These firms were successful 
bidders on a straight tender basis, when 
the federal agency recently called for 
figures on 100,000 pairs of boots, ur- 
gently needed to equip the soldiers. 
There was no question of a cost plus 
basis, it is understood, but it is believed 
in the trade here that subsequent con- 
tracts will probably be awarded on this 
latter basis. 

Three types of boots are involved in 
the local contract—for use in the army, 
the Royal Canadian Air Force and for 
naval purposes. 

Corbeil is making 1500 pairs of air 
force boots and 20,000 pairs of army 
boots, Eagle Shoe is making 1500 pairs 
of naval boots and 10,000 pairs of army 
boots, and MacFarlane Lefaivre Lim- 
ited is making 28,000 pairs of army 
boots. 

Between them these firms are under- 
stood to be making well over half total 
of contracts awarded by the War Sup- 





HEEL REST 


Developed by the 
plastic industry 


*1 Doz. « 9 Gross 
WINDOW ART DISPLAY 


1324 Washington 
St. Louls, Mo. 











The Complete Line of 
SHOE 
ORNAMENTS 
AND SPATS 


in 
Buttons and Zippers 
Manolis Manufacturing Co. 
4248 No. Crawford Ave., 
Chieage, ti, 








PROFIT-FLASHER 


FIGURES MARKUP /NSTANTLY 











ply Board but other contracts have also 
been placed in Ontario and Quebec. 

The 1939 model army boot is strik- 
ingly different from the 1914-18 variety 
because it is to be black. Judging from 
samples seen in one of the local fac- 
tories there are other, important differ- 
ences, although the change from the 
tan boot of the last war is the most 
obvious. 

Scotch grain leather which has been 
widely used in making civilian shoes, 
adds a somewhat dressier appearance 
to the army boot while the lines of the 
upper boots have been changed. It is 
still a soft-toed boot but the leather is 
of an oily texture and the soles are 
waterproof. Steel plates inserted at 
the heel will prevent excessive wear at 
that point. Cotton stitching, instead of 
the silk used in the 1914-18 variety is 
being used in the current contract. 

Royal Canadian Air Force issue boots 
vary considerably from the army issue. 
A sample seen had a boxed toe and 
rubber heel. The leather used in it was 
box kip finish. It also has a heavy, 
waterproof sole. 

No difficulty was encountered in ob- 
taining the specified quality and grade 
of leather to be used in the current 
contracts, it was stated. 





